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W.S. Mays Optimistic 
In Outlook On Auto 
Finance Business 


Prepares Treatise Featuring Major 
Problems of Line and Interpret- 
ing Policy Contracts 


HEADS NEW YORK AGENCY 








Fresh Viewpoint Given on Collision 
Insurance Situation; How Best 
to Cope With It 





With automobile finance problems be- 
ing given 1. creased attention lately by 
both companies and agents and with 
greater clarification needed on a number 
of new developments in this field, W. S. 
Mays, president of the Mays Agency, 
Inc., New York, came out this week with 
ahelpful treatise entitled “High Spots 
in Finance Insurance” which is not only 
aguide to loss adjusters on auto finance 
business but gives an interpretation of 
policy contracts, stresses the significance 
of changed conditions in the business 
and how best to cope with them. As his 
featured subject Mr. Mays has selected 
customers’ collision coverage, the demand 
for which he sees increasing. In the 
present situation confronting this line he 
considers the lack of compiled loss data 
adistinct handicap as is the expectation 
that it will necessarily be a long drawn 
out process before needed readjustments 
in the rate level are made. 
Auto Finance Specialist 

In approaching the general subject Mr. 
Mays has had the benefit of a back- 
ground of fifteen years devoted exclu- 
sively to the development of the insur- 
ance phases of the finance business. He 
is chairman of the insurance committee 
ot the National Association of Sales 
Finance Companies of Chicago, and his 
agency is a specialist in automobile 
inance business and has contacts with 
leading companies in this field nation- 
wide. The W. S. Mays Agency, inci- 
dentally, represents the Meserole Group; 
has made a splendid increase in produc- 
tion during the past twelve months. 

Sane, Healthy Development Ahead 
After six years of depression during 
which the automobile finance business 
‘uffered as keenly as any other line Mr. 
Mays makes the encouraging observation 
that a period of sane and healthy devel- 
opment is ahead “which will surpass 
anything that we have experienced since 
ray Inception of the business.” Impressed 
by the striking changes in the finance 
held during the last few years as well 
as the healthier underwriting conditions, 


(Continued on Page 29) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


55 Fifth Avenue, New York 


Metropolitan-Suburban and Brokerage Dep’ts. 
90 Maiden Lane 


1782 - - 1935 


verenoaste 1 ime-tested Depression-proof 


| Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 90 Maiden Lane 


















































Sentinel Stars 


The simile of life insurance as a vast unit of democracy 
is strongly seen in the comprehensive diversity of its policy- 
holders. Men and women of every political adherence, of 
every religious faith and sect, of all nationalities represented 
in American citizenship, of every profession, every business, 
and nearly every occupation, the educated and the uneducated, 
are joined, in a single body, in its membership. 


For example, last week one of our representatives delivered 
a large annuity to a husband and wife whose acts and trans- 
actions are guided by astrological advice. The needed 
information was deferred because their horoscope declared that 
on the chosen day such information should not be given. 
When their horoscope gave a clear date, the application was 
signed, and was followed by contract delivery. 


Even “the stars in their courses” sometimes aid the life 
underwriter, and at the same time give a reminder that vital 
faith in an external power is common to all mankind. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM A. LAW, President 
PHILADELPHIA 


Independence Square 








Northwestern Mutual 
Holds 59th Convention 
Of Its Field Force 


President Cleary Tells Agents 
Nothing Can Stop Country 
From Going Ahead 


PRODUCTION GAINS SHOWN 


$250,000,000 Paid for in Twelve 
Months to May 31; Who Lead- 
ers Were; Use Radio Feature 


By Clarence Axman 


The slogan of the Northwestern Mu- 
tual Life convention—the fifty-ninth—in 
Milwaukee this week is “Organize Your 
Selling Effort.” Sub-slogan is “Have a 
Track—Follow It.” 

There were at least a thousand agents 
in the auditorium of the company’s home 
office building when the convention came 
to order, following music by a string 
quartette. 

R. H. Pickford, general agent, Cedar 
Rapids, Iowa, was in the chair. He said 
he had entered the business with the 
old Clifford L. McMillen agency in Mad- 
ison, Wis., and that the first policy he 
wrote was on the life of M. J. Cleary, 
now president of the company. At the 
time Mr. Cleary was Wisconsin Com- 
missioner of Insurance. 

Long Years of Service 

Officers of the company were intro- 
duced from the platform, Chairman Pick- 
ford calling upon them to rise from 
point of years of service. The oldest 
officer in service is Honorary Vice Presi- 
dent P. R. Sanborn who has been with 
the company six decades 

Medical Director J. W. Fisher has 
been with the company fifty years. Years 
of service of Vice-President and Actuary 
Percy H. Evans are forty-three. 

Warns Against Defeatist Attitude 

President Cleary in his main conven- 
tion address warned the public against 
taking a defeatist attitude relative to 
the economic situation. He was convinced 
that nothing can stop this country from 
going ahead. It has the raw material, 
population, wealth, credit and ingenuity 
necessary for economic success and the 
same qualities which made this nation so 
great. However, if the business com- 
munity takes the position that the coun- 
try cannot emerge to success that atti- 
tude will be exceedingly difficult to over- 
come. President Cleary said, in discuss- 
ing conditions, people are working. Re 
member that at least one hundred mil- 
lion people are not dependent on public 
relief. 

61,500 Leads from Promotional Material 


In talking of leads, Grant L. Hill, di- 
rector of agents, said that 5,800 leads had 
been developed from the company’s na- 
tional advertising. From sales promotion 

(Continued on Page 18) 
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ANNOUNCEMENT 


On August Ist, next, marking the Tenth 
Anniversary of The Keane- Patterson 
Agencies, the two offices at 34th and 42nd 
Streets will be conducted as separate and 
distinct General Agencies of The 
Massachusetts Mutual Life Insurance 
Company, with Donald C. Keane, General 
Agent at the 34th Street Office and Lloyd 
Patterson, General Agent at the 42nd Street 
Office. Each Office will be equipped with 
complete facilities to carry on the Company’s 


program of service in Greater New York. 


THE KEANE-PATTERSON AGENCIES 


MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
225 West 34th Street 100 East 42nd Street 
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Some years ago a young lawyer, named 

Rice, wrote an exciting murder mystery 
melodrama, called “On Trial,” which was 
written in reverse. The opening scene 
was the trial. The play then worked 
lack to the events leading up to the 
murder. Last season George S. Kauf- 
man wrote a play with similar structure, 
called “Merrily We Roll Along.” 

In life insurance meetings this er 
the idea has been twice incorporated. J 
the Connecticut Mutual’s field oe 
tion in Virginia Beach, which was almost 
entirely dramatized, there was an in- 
surance sales skit with the opening scene 
ina 1935 setting, the concluding scene 
| f beng set in an action of many years 
1 Ff ago. 

At the sales congress of the Pittsburgh 
Life Underwriters Association, held in 
Hotel Schenley Friday of last week, 
theme of the Congress was based on the 
modus operandi of reaching the sale. 
Each speaker took up some phase of the 
tactics of the sale, including, of course, 
landing of prospect after agent has 
{nally paved the way for the closing it- 
BR self 
|— Henry W. Abbott Chairman of Congress 
Program 


Henry W. Abbott, general agent, 
Massachusetts Mutual Life, chairman of 
the Pittsburgh sales congress program, 
explained the procedure to the reporter 
for The Eastern Underwriter 

“Too much emphasis on the ‘sale itself 
s being given in meetings of production 
men in their agencies. A neophyte is 
baded with canned closing talks, canned 
approaches, how to do this and that when 
with the prospect; and then supposed to 
go out and close contracts. But how is 
he to know where to get the prospects, 
hw to arrange the interviews, what to 
ay before getting down to the brass 
tacks of selling? It is obvious that a 
young fellow equipped with a pail or 
two of water and some drinking cups 








would stand all day on a street corner 
in Port Huron, Mich., a town with two 
nvers and a lake, and offer drinking 
water at a penny a cup and not sell a 
‘ngle drink for hours. That same boy, 
similarly equipped, standing on a street 
corner in a town on the border of Aby- 


snnia at the present time could com- 
mand his own terms. He has found his 
market.” 


The Speakers 


Mr. Abbott was the opening speaker 
on the Pittsburgh program. He was fol- 
lowed by Reginald S. Koehler, Jr., Mu- 
tual Benefit, w hose topic was “Why and 
How to Interview.” Next came Maurice 
B. Cohill, E. A. Woods Agency, Equita- 
ble Society, who told why and how to 
Prospect. Eric G. Johnson, assistant 
general agent, Penn Mutual, discussed 
‘Why and How to Approach,” and Car- 
Holl Teavis, sales promotion manager, 
Haller Baking Co., Pittsburgh, had as 
his subject, “Streamlining the Sales 
Approach.” 

In the afternoon came the two out of 
‘own speakers, Prof. Hubert Greaves, 
Professor of public speaking, Yale, on 
ersonality in Business,” and Paul 
‘peicher, managing editor of Insurance 
esearch & Review Service, on “The 
Pportunities in Life Underwriting.” 


More Than 500 Present 


Interest in sales congresses has ta- 
bered off somewhat in recent years. The 

















reat attendances of former years are 
not known now. When the sales con- 
gress idea was in its heydey Pittsburgh, 
for instance, would run them for three 
days. It was found impossible to keep 
interest keyed up for that length of time 
and the three days affair was dropped. 
3ut that producers will turn out in large 
numbers to a corking good congress was 
again demonstrated in Pittsburgh Friday 
when more than 500 men and women dur- 
ing one of the hottest days of the year 
crowded into a large meeting room of 
the Schenley and there were just as 
many people at the finish as at the 
start. 

Lawrence C. Woods, supervisor, Ed- 
ward A. Woods agency, is president of 
the Pittsburgh association. W. Lee Mul- 
len, assistant manager, Sun Life, Pitts- 
burgh, was business manager of the sales 
congress. Stacy Webster, general agent 
Frovident Mutual, vice-president Pitts- 
burgh association, presided at the after- 
noon session. E. M. Aiken is executive 
secretary of the association, which, by 
the way, is second largest in the U. S., 
having a membership of 1,155 members. 

ne reason why the Pittsburgh asso- 
ciation is so strong is that members “get 
a lot for their money.” Tickets for $12 
are sold which during the year provide 
something definite each month in the 
way of an attraction, one attraction be- 
ing the sales congress. There is, there- 
fore, no registration fee at the congress. 


Negotiable Sales Process 


In his opening talk Mr. Abbott said 
in part: 

“T question whether general agents as 
a whole have developed a negotiable 
sales process which we, in turn, can pass 
on to those who come under our guid- 
ance. 

“Ts it not time to put some thinkers 
into a sales laboratory to concentrate on 
the problems of developing a negotiable 
sales process and then stay there until 
by thought, trial, experiment and prac- 


tice they come out with an answer that 
will be within the ability of the average 
man to comprehend and put into prac- 
There are four steps in selling— 


tice ? 


LAWRENCE WOODS 
President Pittsburgh Association 


prospecting, approaching, interviewing 
and presenting the solution and closing. 
All of them are important. We must 


know how to prospect, how to approach, 
how to interview as well as what to say 
before the prospect can be made to sign 
the application.” 

Fact Finding 

Three essentials are necessary to be 
determined in the fact finding interview 
preparatory to making suggestions and 
presenting the solution of a prospect’s 
problems. At the Pittsburgh sales con- 
gress these three essentials were de- 
scribed as follows: 

1. Has the prospect any money to save 
or to invest beyond current living needs 
and other uncancellable commitments ? 
And, if none, would he make an adjust- 
ment of his present spending if due cause 
were shown? 

Nhat is 
worth of the 
of life insurance ? 
how is it invested? 

3. What is the amount of life insurance 
now in force, and, when possible, plans 
of each amount, and when purchased? 


What to Do With Ascertained Facts 


Reginald S. Koehler, Jr., said regard- 
ing the first fundamental that the agent 
should ask a typical story which will 
bring out a revelation of a fair amount 
to invest; or a revelation of nothing to 
invest; or a revelation of absolutely no 
money. 

If the prospect has money to invest it 
is not difficult for an agent to show him 
how he can invest some money in insur- 
ance to his advantage. If a prospect 
has “practically nothing to invest” that 
admission leads up to a package presen- 
tation, such as a clean up fund, a re- 
adjustment fund, a mortgage protection 
or an educational fund. If the prospect 
has “absolutely no money” the agent will 
not sell any insurance to the man he is 
interviewing, but he can wax so enthu- 
siastic about life insurance and what it 
can do in specific instances that the 
interview, instead of endeavoring to de- 
velop a sale, becomes one of getting 


the approximate present 
prospect’s estate, exclusive 
And, when possible, 





W. LEE MULLEN 


Sales Congress Business Manager 


Pittsburgh Sales yest Puts 
Emphasis On Leading Up To Sale 





HENRY W. 
Chairman Pittsburgh Congress Program 


ABBOTT 


names of good prospects and cards 
introduction. 

In other words, every interview should 
either open the way to presenting a solu- 
tion of an apparent need or it must get 
prospects. No contact should be a 
wasted time. 

Time Concentration on Prospecting 

Maurice B. Cohill in discussing pros- 
pecting steps in the selling process said 
hit or miss style of prospecting must be 
eliminated. Producers should concen- 
trate on allocation of their time. First 
step is the allotment of one-half day 
each week, preferably Saturday morn- 
ings. On that morning a full schedule 
of planned work for the following week 
should be arranged. He advised no pros- 
pecting on Tuesday, Wednesday, Thurs- 
day and Friday, days which should be 
viven over entirely to sales and service. 
Mr. Cohill thought that thirty persons 
at jeast should be contacted for inter- 
view:ng or closing on those days. He 
thought it advisable to have sixty 
names on whom to call so as to allow 
for the loss of those who are out or who 
cannot be seen. 


“The more names you get the easier 
your future sailing will be,” he said. “Do 
not consider a prospect ‘obtained until 


you get a card of introduction.” 
Don’t Enter Offices or Homes Without 

Knowing What to Say 
Eric G. Johnson said that thousands 
of producers who would and can talk 
intelligently on life insurance and can 
pick the right people to see feel thor 
oughly licked simply because they can- 


not get by the approach. 
“It is the major reason why salesmen 
do not make more calls,” he said. “No- 


body willingly does things that he dis- 
likes to do. It is the absolute dislike 
of approaching that causes salesmen not 
to make the calls they should. 

“In order to solve this situation the 
first step is to become conscious of the 
problem; then do what is necessary in 
the solution of any problem. Go to work 

(Continued on Page 16) 
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Glenn Dorr Appoints 
Six More Chairmen 


FOR NEW YORK ASSOCIATION 
H. E. Morrow Again Budget Chairman; 
McMillen, Patterson, Schmidt, L. G. 
Simon, Skillings Named 





Six more committee appointments for 
the Life Underwriters’ Association of 
New York City were announced by Glenn 
B. Dorr, president, this week supple- 
menting the list already announced in 
last week’s The Eastern Underwriter. 
Four general agents and two soliciting 
agents are among the new chairmen. 

Harry E. Morrow, associate general 
agent, Penn Mutual, who has done duty 
for a decade on the budget committee, 
will again serve as chairman assuring a 
proper financial management for another 
year. 

Clifford L. McMillen, general agent, 
Northwestern Mutual, is chairman of the 
committee to secure speakers for the 
dinner meetings and the fiftieth annual 


banquet, which will take place next 
March. Mr. McMillen has wide con- 
tacts with the insurance fraternity as 


well as with sales executives outside of 


the business. ; 
A new committee, the function of 
which will be to assist in securing a 


large attendance at meetings, will be 
headed by H. Arthur Schmidt, general 
agent, New England Mutual. 

Lloyd Patterson, general agent, Mas- 
sachusetts Mutual, is chairman of the 
planning committee upon which falls the 
duty of planning for the improvement of 
the association for the benefit of its 
members. Such ideas as the use of as- 
sociation membership on letterheads, the 
selling seminar, the two-day sales course 
and association advertising have all ema- 
nated from this committee. 

The educational work of the associa- 
tion particularly that in cooperation with 
the C.L.U. Chapter and New York Uni- 
versity will be placed in the hands of 
Leon Gilbert Simon, soliciting agent of 
the Equitable Society. Mr. Simon 1s 
among the better known life insurance 
authorities of New York and his own 
connection for a number of years with 
New York University will that 
committee in fitting into the adminis- 
trative program. 

Control of the ethics of life under- 
writing is under the direction of Robert 
B. Skillings, Home Life, chairman of the 
business conduct advisory committee 
Under this set-up the business conduct 
work will be carried on in the executive 
office subject to the advice of this com- 
mittee and the counsel for the associa- 
tion, Denis B. Maduro. 


assist 


INDIANA STATE OFFICERS 

A summer meeting of the Indiana 
State Association of Life Underwriters 
held at the summer home of Homer L. 
Rogers, president of the association, on 
Lake Maxinkuckee resulted in the re- 
election of all officers. They are Mr. 
Rogers, manager Equitable Society, In- 
dianapolis, president; Herbert Luckey, 
general agent, Life Co. of Virginia, In- 
dianapolis, vice-president; Francis P. 
Huston, R. & R. Service, Indianapolis, 
secretary-treasurer. 


AGAIN HEADS COMMITTEE 

Jackson Maloney, vice-president, Phil- 
adelphia Life, will head the fiduciaries 
committee of the Philadelphia Life Un- 
derwriters’ Association for a second year. 
The committee seeks cooperation be- 
tween trust companies and life under- 
writers. 


PRINT BANKERS TALK 
“How a Banker Regards Life Insur- 
ance,” a radio address given by John S. 


Smith, vice-president of the Farmers 
Deposit National Bank of Pittsburgh 
during Life Insurance Week, has been 
printed and distributed by the Pitts- 


burgh Life Underwriters Association. 























The assets of the Northwestern Mutual, as reported to state insurance departments, now 
total a billion dollars—a great estate administered for the mutual welfare and protection 
of more than 600,000 policybolders. 






































M. A. Carroll of Cameron & Carroll, 
general agents at Oshkosh, Wis., of the 
Northwestern Mutual Life, has been re- 
elected secretary of the Northeastern 
Wisconsin Golf Association for the twen- 
ty-third consecutive year. He is also 
president of the Oshkosh Country Club 
and one of its ablest linksmen, the win- 
ner of numerous championships and 
other honors a’links. 

The Chester O. Fischer agency, Mas- 
sachusetts Mutual, St. Louis, stood fourth 
among the company’s agencies for the 
first half of 1935. 


J. D. Williamson, assistant actuary of 
the Canada Life, this month completed 
a quarter of a century in the company’s 
service. Mr. Williamson joined the Can- 
ada Life in 1910. Twelve years later he 
went to London, England, to take charge 
of actuarial work in the company’s Brit- 
ish Isles division. Since his return to 
the home office in 1924 he has held his 
present position of assistant actuary. 





The annual outing of the Rochester 
agency of the Berkshire Life was a 
cruise on Lake Ontario aboard the pri- 
vate yacht of a Berkshire policyholder. 





plus 


plus 





The 








INFORMATION 
INSPIRATION 


A GOOD TIME 


N.A.L.U. Convention 
September 16-20, will be an Agents’ Convention, 
and offers you information plus inspiration plus 
a good time. 


Des Moines General Agents and Managers 
cordially invite you to attend the greatest meet- 
ing of the N.A.L.U., a “Convention With a 
Cash Value," Des Moines, September 16-20. 


JAMES E. RUTHERFORD 


General Agents’ and Managers’ 


Penn Mutual Life Insurance Co. 


BANKERS LIFE COMPANY 


Des Moines, lowa 


A Mutual Life Insurance Company in its 56th Year 


in Des Moines 


President 
Club of Des Moines 


General Agent 








———— 


W. N. Hiller Speaker for 
C.L.U. Dinner at Des Moines 





WALTER N. HILLER 


Walter N. Hiller, a million dollar pro- 
ducer of the Stumes & Loeb agency, 
Penn Mutual, Chicago, will be one of the 
speakers at the annual dinner of the Na- 
tional Chapter, Chartered Life Under- 
writers at Des Moines in September. He 
will speak on prospecting from the 
C.L.U. viewpoint. 

Mr. Hiller has been in the life insur- 
ance business since 1926 and has aver- 
aged about $1,200,000 per year during 
that period. Only in 1933 has his produc- 
tion dropped below the million mark be- 
ing $950,000. He is one of the few who 
has written a million dollar line on one 
life during recent years. He wrote the 
case last Spring. The entire amount was 
issued and paid for. 





Lincoln Nat’! Photographer 


Awarded International Honor 


Sheldon Hine, photographer of the 
Lincoln National Life, has recently re- 
ceived international recognition in the 
photography world. His _ photographs 
have been accepted for showing in the 
First International Tokyo Salon of Pho- 
tography of Tokyo, Japan, and_ the 
Fourth International Photograph Salon 
of Lucerne, Switzerland. The Tokyo 
Salon is showing the Hine photo “Thick 
Weather.” “Quo Vadis” is on display in 
Lucerne. Mr. Hine’s photographs have 
been accepted previously for showing in 
this country and abroad. 

More than 250 pictures taken by Mr. 
Hine during the company’s recent con- 
vention which featured a five-day cruise 
of the Great Lakes will be included in 
the special post -convention issue of 
The Emancipator, the company’s field 
magazine. The issue will be more than 
double its regular size. 





N. S. MacEWAN ATLANTA MGR. 
Nigel S. MacEwan, formerly agency 
assistant of the Baltimore branch for 
the Sun Life of Canada, has been 4ap- 
pointed manager for the company @ 
Atlanta, Ga. 





SEATTLE MANAGER FOR SUN 
The Sun Life of Canada has appointed 
R. A. Jennings as manager at Seattle 
to succeed the late J. A. Macfadyen. He 
had been in charge of the Yakima 
branch. 





SEINFEL’S FORTY YEARS 
Henry Seinfel, John Hancock Mutual 
Life district manager at Hoboken, has 
been forty years with the company, hav 
ing started as an agent in Brooklyn ™ 
1895. He has many charitable and phil 
anthropic interests. 
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Berkshire Brings Out 
Juvenile Contracts 

SEVERAL FORMS TO BE USED 

Minimum Amount $1,000, Maximum 


$2,000 to Age 5; $5,000 over 5; Ages 


From Birth to Nine Years 





The Berkshire Life of Pittsfield, Mass. 
has issued a line of Juvenile insurance 
plans and policy contract forms for child- 
ren from birth to Age 9. Indicating the 
possibilities of Juvenile insurance the 
company points out to its field force that 
there are 24,000,000 boys and girls in this 
country under ten years of age. 

The new Juvenile policies will be writ- 

tn on the Ordinary Life, Twenty Pay- 
ment, Twenty Year Endowment and En- 
dowment Ages 18 and 19 contract forms. 
The policies provide for a cash payment 
at death, the amount increasing each 
year depending on age when policy was 
issued and number of years in force. The 
policies accumulate reserve and for a 
gnall additional premium may also in- 
dude the “payor clause” which provides 
that, should the parent die or become 
totally or permanently disabled prior to 
the child attaining Age 21, premiums will 
be waived by the company until that 
time. 
The maximum amount of insurance to 
be issued will depend upon the merits of 
the individual case. The maximum 
amount at ages under five years will be 
2000, and $5,000 at Ages 5 and over, but 
any amount in excess of $1,000 will be 
issued only in approved cases. No policy 
vill be issued for amounts less than 
$1,000. 





John A. Stevenson to Speak 
Before L.A.A. Convention 


John A. Stevenson, general agent, 
Penn Mutual, whose talk last year be- 
fore the Memphis meeting of the Life 
Advertisers’ Association attracted wide- 
sread attention, has consented to again 
appear on the program of the L.A.A. 
convention. His remarks at the annual 
meeting at Swampscott to be held Sep- 
tember 30 to October 2 will concern the 
consumer’s attitude toward life insurance 
and the agent’s attitude toward advertis- 
ing and sales promotion material. 

Mr. Stevenson is a well-known author- 
ity on life insurance and has written sev- 
eral books on the subject. He has al- 
ways been intensely interested in ad- 
vertising. 





JEFFERSON STANDARD GAINS 





julian Price Makes Report Before Semi- 
Annual Meeting of Board; Surplus 
Up $75,000 








1 by Mr. ff, Surplus of the Jefferson Standard Life 
ent con- "creased $75,000 during the past six 
ay cruise f™Onths, making the total capital and sur- 
cluded in B!lus of the company $2,900,000. Busi- 
issue of §"SS applied for gained 10% over that 
ry’s field §°% the corresponding period in 1934. In- 
tore than tance in force gained $4,600,000, bring- 

ing the total in force to $320,000,000. As- 

“ets total $59,734,812. 
. MGR. § This report for the first six months 
» agency - made by Julian Price, company pres- 
anch for re before the semi-annual meeting of 
been ap- board of directors on July 22. The 
npany at fate was the thirtieth anniversary of Mr. 

: ‘tice with the company. He started 

July 22, 1905. 

The board declared a regular dividend 
R SUN of $5 per share on the 10,000 shares of 
appointed F™Mpany stock. Alfred F. Milton of 
t Seattle few York was elected a member of the 
lyen. He ard to succeed the late J. Clarence 

Yakima | Vatkins, 

CENTRAL LIFE APPOINTMENTS 
ARS , tie Central Life of Des Moines on 
k Mutual rs appointed Ben Taylor as super- 
‘ken, 35 fas “ther agencies and Hiram W. Birdsall 
any, hav- ere of the policy department. Mr. 
yoklyn in apne peg in he ee for = 

i]. years as agent, 

and phil field Riterea ite general agent an 








ompany in 1926 Birdsall joined the 





























GUARDIAN LIFE 


NEWS 


New National Advertising and 
Merchandising Program Is 


Helping Guardian Life Field! 

















Merchandise the Advertising. 


Times Magazine. 


Merchandising effort. 


50 UNION SQUARE 


At the start of 1935, The Guardian Life Insurance Company of America 
announced that plans for National Advertising had been formulated and 
approved. Based upon the belief that Advertising was only 50% effective 
unless it was really used by the field force, plans were also formulated to 


Then, “testing” of a number of advertising themes began in The New York 
Those which proved most successful were adapted for use 
in The Saturday Evening Post, Collier’s, Time, and Parents’ Magazine. And 
working hand in hand with the Advertising was the Field’s wholehearted 


Tangible results—so far attained—indicate that this new National Adver- 
tising and Merchandising Program is helping Guardian underwriters to sell 
more policies for the “Guardian of American Families for 75 years!” 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 


Guardian of American Families 


1860 


NEW YORK CITY 
for 75 Years! 























J. Willard Green Now Omaha 
General Agent, Home of N.Y. 


The Home Life of New York has ap- 
pointed J. Willard Green general agent 
at Omaha succeeding Conn W. Moose, 
who resigned to accept appointment as 
Nebraska Insurance Commissioner. 

Mr. Green has been in the life in- 
surance business for the past eleven 
years, all of that time with the Provident 
Mutual. He has been the leading pro- 
ducer of the Omaha agency of the Prov- 
ident. 


ee 


DONALD MIX’S DAUGHTER DIES 


Donald Mix, assistant superintendent 
of agents for the State Mutual Life, and 
Mrs. Mix are receiving messages of sym- 
pathy from their many friends on the 
recent death of their daughter Helen. 
Helen Mix was four and a half years old, 
the eldest of three children. 





GRAY AGENCY SALES HELPS 

The Harry F. Gray agency, Connecti- 
cut Mutual, New York, has completed a 
new plan for presenting a retirement in- 
come policy and a graded premium re- 
tirement income policy. 




















Mutual 


LIFE INSURANCE COMPANY 





The assets of the Northwestern Mutual, as reported to state insurance departments, now 
total a billion dollars—a great estate administered for the mutual welfare and protection 
of more than 600,000 policybolders. 






































E. J. Schlitzer Named 
Rochester Manager 


FOR MASSACHUSETTS MUTUAL 
Vice-President J. C. Behan Announces 
Retirement of E. W. Hughes On 
Account of His Health 































































E. W. Hughes, general agent at Roch- 
ester, N. Y. for the Massachusetts Mu- 
tual Life during the past fourteen years 
resigned Monday on account of ill health 





Leon Freres 


EDWARD J. SCHLITZER 


and has been succeeded as general agent 
by Edward J. Schlitzer, who for the past 
ten years has been an able assistant in 
the Rochester agency and who was 
recommended by the retiring general 
agent. 

The transfer of the agency from Mr 
Hughes to Mr. Schlitzer was effected on 
Monday by Joseph C. Behan, vice-presi- 
dent and agency head of the Massachu- 
setts Mutual Life. 

Mr. Hughes, one of the ablest of 
Massachusetts Mutual Life general 
agents, had done an outstanding job in 
building the Rochester office and was 
held high in esteem of the company. He 
was the head of the Rochester General 
Agents Association from which organiza- 
tion he also resigned following the term- 
ination of his contract with the Massach- 
usetts Mutual. 

The Rochester office is staffed with 
about fifty agents and office personnel 
and has had a business production of 
about $7,000,000 annually for the past 
several years. 





PROVIDENT MUTUAL AHEAD 





Insurance in Force Increases $2,500,000 
in Six Months; Cancelations De- 
crease; New Sales Up 18% 

The Provident Mutual Life gained $2,- 
500,000 in insurance in force during the 
first six months of 1935. Total insur- 
ance in force on June 30 stood at $937,- 
293,000 as compared with $934,767.000 on 
December 31, 193, representing the first 

increase since 193]. 

Edward Marshall, vice-president and 
actuary, stated that reasons for this gain 
include an increase in the sales of new 
business and a steady decrease in net 
cancelations. Such cancelations for the 
first half of this year amounted to $.- 
516,000 as against $5,003.000 in the cor- 
responding period of 1934 

New paid life insurance for the first 
six months of this year amounted to $47,- 
558000, a gain of 182% over the same 
period last year 





OCCIDENTAL LIFE GAINS 
Insurance in force in the Occidental 
Life for the first six months of the year 
gained $6,401.854 to bring the total in 
force to $190,223,165. 
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Committee to Manage 
Columbian Nat’! Life 


SEVERAL EXECUTIVE CHANGES 





Norman M. Mache Succeeds William H. 
Brown Who Retires After Thirty 
Years With Company 
William H. Brown, vice-president and 
secretary of the Columbian National Life 


of Boston, has retired after more than 
thirty years’ continuous service with the 
company. Mr. Brown began his career 


with the Boston Young Men’s Christian 
Union following which he was four years 
with the Massachusetts Board of Chari- 
ties. He got his first contact with in- 
surance when he joined the staff of the 
Massachusetts Insurance Department 
where he was chief examiner for nine 
years, resigning in 1905 to be secretary of 
the Columbian "eden He was treas- 
urer for a time and in 1919 was elected 
second vice-president, later becoming 
vice-president. He has been a director 


of the company since 1908. Always in- 
terested in young men, he is president 
and treasurer of the Boston Young 
Men’s Christian Union. 


At a meeting of the directors of the 
Columbian National last Friday, Norman 
M. Hughes, now vice-president and actu- 
ary, was elected vice-president and sec- 
3rown. John Y. 


retary succeeding Mr. 
Ruddock, assistant actuary, has been ad- 
vanced to the position of actuary. 


President Sears Heads Committee 

A special committee consisting of 
Francis P. Sears, president; A. A. Mc- 
Fall, vice-president ; Norman M. Hughes, 
vice-president and actuary, and John K. 
Howard, member of the board, will di- 
rect the management of the company. 
Mr. Howard is a member of the execu- 
tive committee and is senior member of 
the well-known law firm of Gaston, 
Snow, Saltonstail & Hunt. He is also 
a director of numerous other companies. 

At the directors’ meeting a dividend 
of $2 per share was declared on the 
company’s stock, payable August 1, mak- 
ing a total of $4 for the coming year. 

The resignation of Philip M. Childs, 
assistant secretary, was announced. Mr. 
Childs will give his entire time to other 
business interests. 


TO TAX TRUST FUND EACH YEAR 


$115,000 Trust Set Up by Late Geo. H. 
Russell, Milwaukee General Agent, 
Must Pay on Income 


The county board of income tax re- 


view at Milwaukee has sustained the 
ruling of the district assessor of state 
income taxes that the income from a 


$115,000 life insurance trust fund set up 
by George H. Russell, prominent gen- 


eral agency head who died in 1929, is 
taxable each year. The Russell will pro- 
vided that not less than 3% of the in- 


come should be divided among his widow 
and their two daughters. the fund to be 
paid to the grandchildren when they 
seached Age 3). An inheritance tax was 
paid on the trust fund, and in conse- 
quence Mrs. Russell and her daughters 
claimed the income from the fund should 
be tax free 


126 APPS IN DAY’S DRIVE 

Twenty-two salesmen of the Thomas 
H. Wall agency, Pacific Mutual Life, 
Louisville, Ky., wrote 126 applications for 
business totaling $23,144 in the one-day 
drive on June 29 honoring George I. 
Cochran, company president. Eight 
agents produced a volume of new busi- 
ness in excess of $40,000 each. Meade 
R. Babcock was high man with twenty- 
three applications for $166,000. 


COLUMBUS MUTUAL GAINS 20% 
During the first six months of 1935 
the Columbus Mutual Life, Columbus, O., 
showed a production gain of 20% com- 
pared to the first half of 1934. A simi- 
lar gain is recorded for July to date, 
compared to July of last year. 


Marie Refeld Cashier For 
Patterson; Ethel Davis Ass’t 


In the new Lloyd Patterson agency 
organization at 100 East Forty-second 
Street, New York, Miss Marie P. Refeld 
will be cashier and Miss Ethel Davis 
will be assistant cashier. 

Miss Refeld has had broad experience 
in all phases of the cashier’s department 
having been with the Keane-Patterson 
Agencies for ten years in cashier’s work. 
She will take up her duties with the 
Lloyd Patterson agency when the change 
is made officially August 1. 

As assistant cashier Mr. Patterson will 
have Miss Davis who for the past three 
years has been secretary to Charles V. 
Cromwell, production manager of the 
McMillen agency. In coming with Mr. 
Patterson Miss Davis is returning to the 
Massachusetts Mutual having been for a 
number of years cashier and office man- 
ager for Herbert N. Fell in the old For- 
ty-second Street office of the company. 
She also did outside brokerage work 
and sold personal business. Previously 
Miss Davis had been with Chester O. 
Fischer, then general agent for the Mas- 
sachusetts Mutual at Peoria before he 
transferred to St. Louis. 


MANAGER FOR BANKERS LIFE 

John E. Rogers of Amarillo, Texas, 
became agency manager for the Bankers 
Life in charge of the Amarillo territory 
on July 15. He was formerly for several 
years with the Lincoln National Life. Mr. 
Rogers succeeds T. B. O’Brien who re- 
signed to represent the company as a 
member of the Fort Worth agency. 





PAYS CLAIM ON 1901 DEATH 

This month the Equitable Society paid 
$5,555 as final settlement of a policy cov- 
ering the life of a man who died in 1901. 
The contract, a paid-up, non-participat- 
ing policy, was recently discovered 
among the insured’s papers by his de- 
scendants. 


Study of Advertising Costs 
Planned by Research Bureau 


study of advertising 
costs in United States life insurance 
companies is now being made by the 
Life Insurance Sales Research Bureau 
and the Life Advertisers’ Association. 
Member companies of these two organi- 
zations are cooperating in furnishing the 
necessary data and results will be made 
public at the convention of the Life Ad- 
vertisers’ Association at Swampscott, 
Mass., September 30-October 2 and at 
the annual meeting of the Research Bu- 
reau in Chicago, November 11-13. 

The Bureau explains that the need 
for such a survey has been felt for some 
time. A number of comparisons have 
been made on advertising costs but, for 
the most part, the value of these were 
minimized by the fact that figures had 
not been gathered on a comparable basis. 
At the recent Southern Round Table of 
the Life Advertisers the general outline 
of a comprehensive study along these 
lines was set up, and it was decided to 
ask the Research Bureau to bring to- 
gether the necessary material. The re- 
suits will be subdivided into various cate- 
gories of advertising expenses and will 
be drawn up to show the costs per $100 
of premium income ; per policy in force 
and per $1,000 of insurance in force. 


A comparativ e 





EQUITABLE SOCIETY GAINS 

Ordinary business for the Equitable 
Society in 1935 is 3% ahead of sales for 
the corresponding period of 1934. The 
Greater New York department shows a 
plus of 12.3% for the first half of the 
year. 





MAKES HOLE-IN-ONE TWICE 


Ed. J. WHarvey, superintendent of 
agencies of the North American Life of 
Toronto made a hole-in-one on two oc- 
casions just eleven days apart, both on 
the short eighth hole of the Weston Golf 
and Country Club, Toronto. 
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Northern Jersey Association 
Backs Zimmerman for Trustee 





CHARLES J. ZIMMERMAN 


Members of the Life Underwriters’ As- 
sociation of Northern New Jersey have 
unanimously endorsed the candidacy of 
Charles J. Zimmerman, general agent, 
Connecticut Mutual, Newark, for nomi- 
nation as a member of the board of trus- 
tees of the National Association at the 
convention in September. Mr. Zimmer- 
man withdrew last year in favor of Alex- 
ander E. Patterson of Chicago. 

Mr. Zimmerman served last year a: 
president of the Northern New Jersey 
Association. He has served on many 
special committees of the National As- 
sociation and prior to becoming a general 
agent was executive secretary of the New 
York City Association. 





J. P. Graham Agency, Aetna 
Life, Springfield, Has Gains 


Some remarkable gains have been 
shown by the agency of the Aetna Life 
at Springfield, Mass., headed by James 
P. Graham, as general agent. Figures of 
the agency’s production during the first 
six months of each of the past three 
years give the following exhibit. 

First 6 Mos. 1933 showed gain of 2% 
First 6 Mos. 1934 showed gain of 16% 
First 6 Mos. 1935 showed gain of 48% 

The showing is all the more notable 
because the period covered was an ex 
tremely difficult one in which to achieve 
increased production. Mr. Graham, who 
formerly was a general agent in New 
York, took charge of the Springfield 
agency of the Aetna Life January 1, 1933 
He had to recruit most of his men, the 
majority being new to life insurance 
Comparing the first six months produc 
tion this year with that of the first s* 
months of 1932, before Mr. Graham took 
charge, the agency shows an increase 
paid business of 76%. 





PHILADELPHIA LIFE CRUISE 

Sixteen per cent of the agency fore 
of the Philadelphia Life has alread) 
qualified for the company’s annual cof 
vention which this year is in the fom 
of a six-day cruise on the Kungsholm 
Bermuda and Halifax. The convenes 
will sail from New York August 10. 
iness written in June was the iarge 
month for the company in the last t 
years. 
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Northwestern Mutual 
Changes Annuity Rates 


INCREASE EFFECTIVE AUGUST 1 





New Rule by Company Increases Pre- 
mium Limitations Under Annuity 
Contracts 





The Northwestern Mutual Life will 
make an upward revision of premium 
rates for life annuities effective August 
1 when the latest rates effected in 1933 
will be discontinued. The revision is in 
jine with similar increases made by other 
companies in recent months. In an an- 
nouncement to agents, the company said: 

“Heretofore no specific limit has been 
placed on the amount of annuity the 
company would issue. For annuity con- 
tracts issued hereafter the maximum 
limit for single premium fire annuities 
on a single life or two joint lives shall 
be the amount of immediate annuity sim- 
jlarly payable, purchaseable at the cor- 
responding age or ages by a single pre- 
mium of $50,000, such limit to include 
any single premium life annuity previ- 
ously issued on such life or lives...” 


The following new rates per $100 
annually illustrate the nature of the 
change: 
Single Life Annuity 
Age Male Female 
rina. ec $1,588.90 $1,724.70 
Re 1,230.90 1,375.90 
RR terasn aids 876.80 1,015.20 
Wi'h Installment Refund 

Age Male Female 
ee $1,774.70 $1.890.74) 
_ Saas 1,469.00 1.593.10 
ae 1,157.80 1,281.20 


A comparison of present and new an- 
nuity rates on straight annuity on males, 
basis of premium for $100 annual income 
follows: 


Age New Old Increase 
ERE $1,588.90 $1,471.10 8 % 
a 1,230.90 1,153.10 6.75% 
| Se 876.80 830.70 5.55% 


La Follette Vetoes Policy 
Surrender Relief Measure 


Legislation intended to relieve persons 
on relief from the necessity of surren- 
dering or assigning their insurance pol- 
icies was vetoed by Gov. La Follette this 
week. 

In his veto message to the senate, 
where the bill originated as the product 
of Senator Max Galasinski of Milwau- 
kee, the chief executive said: “The only 
ones who can benefit from the act are 
certain insurance companies. 

_ “Only a very small percentage of fam- 
ilies on relief carry ordinary life insur- 





ance. Practically all of them in large 
industrial centers, however, do carry 
some industrial insurance. Ordinarily, 


unless these policies are ten years old, 
they have no cash surrender value. 

“Through the life insurance adjustment 
bureau, however, any policies that are 
three years old, even though they have 
lapsed, may be revived and the face value 
decreased and a cash allowance granted. 
For example, the insurance division of 
the Milwaukee relief administration has 
been able to continue some insurance 
coverage and to provide nearly $600,000 
in cash for the families whose policies 
have been thus adjusted.” 


THREE HOUSEWARMINGS 





Bankers National Life Plans First Re- 
ception on July 31 at Its New Home 
Offices in Montclair, N. J. 

The Bankers National Life, now occu- 
Pying its new home offices at Montclair, 
N. J., will have three housewarmings 
within the next few weeks, according to 
Present plans. The first will be on July 
31 when the general public of Montclair 
as been invited to inspect the building. 
A week later a similar affair will be held 
or representatives and friends of the 
company, and the following week a se- 
lected group of financial and business 
men of Montclair will be received. 


Berkshire Makes L. M. Clucas 
Pittsfield General Agent 


The Berkshire Life has appointed 
Lowell M. Clucas of Stockbridge, Mass., 
as general agent in charge of the home 
office agency at Pittsfield. Mr. Clucas 
succeeds Paul W. Rhodes who recently 
resigned. 

Mr. Clucas has been connected with 
the home office agency for sixteen years 
and for several years past has been the 


company’s leading producer. He is a 
graduate of Andover and Yale, and is a 
member of numerous clubs in New York 
City and elsewhere. 





MANCHESTER GENERAL AGENT 


Lawrence E. Backus of Manchester, 
N. H., has been appointed general agent 
there for the Berkshire Life. Graduate 
of Cushing Academy and Brown Uni- 
versity, in 1920-21 he was connected 
with the Group department of the Trav- 
elers, later was a special agent for the 
Equitable Society and since 1931 has 
been manager for the Berkshire at Man- 
chester. He is now made general agent. 


Canada Insurance Dept. Asks 


Policy Loan Information 


Superintendent of Insurance G. D. Fin- 
layson of the Canadian Insurance De- 
partment has sent the following letter to 
all life companies licensed in the Domin- 
ion: 

The companies are requested to for- 
ward to the Department as soon as pos- 
sible the following information respect- 
ing loans on policies in Canada :— 

(1) The present rate of interest (in- 
cluding expense charges, if any) charged 
on outstanding and new loans on pol- 
icies, distinguishing between policy loans 
and automatic premium loans, if any. If 
interest is required to be paid in advance 
it should be stated whether the full nom- 
inal rate or merely the discounted rate 
is so payable. If interest is payable at 
intervals less than one year the facts 
should be stated. 

(2) If changes in the said rates are 
contemplated, the details of the said 
changes and the date when they are ex- 
pected to become effective. 





The California-Western States Life 


has announced the appointment of E. G. 
manager at 


Chouteau as Los Angeles. 








Life Insurance Sales Hold 
Even For First Half Year 


Sales of Ordinary life insurance in the 
United States in the first half of 1935 
just equaled the volume sold in the same 
period of 1934, according to the state by 
state analysis of the Life Insurance Sales 
Research Bureau. The volume sold 
shows that in every working day the 
American people purchased more than 
$25,000,000 of new insurance protection. 
This .does not include investments in 
annuities. 

A review of the first six months re- 
veals a downward trend. The year be- 
gan with large increases in January and 
February. In March and April there was 
a slight falling off which increased dur- 
ing the past two months. Although the 
volume for the country remained the 
same three sections recorded increases. 
The South Atlantic section and the three 
states on the Pacific Coast showed a 4% 
gain. The Middle Atlantic states, New 
York, New Jersey and Pennsylvania av- 
eraged an increase of 1% over the first 
six months of 1934. 





Post-convention agency contests 
features of the Lincoln . National 
field forces this month. 


are 


Life 

















JV, ot J opsies 


You will remember that Topsy, in Uncle Tom’s Cabin, stated she was 


not born,—"she just growed”. 


We believe that too often Life Insurance has relied on that same 


process in the creation of General Agents. 


We do not believe, however, that General Agents just grow. 


believe they must be made. 


We 


Why we believe this and our own definite procedure for the making 


of future General Agents for this Company is set forth in a booklet, 


“The Making of a General Agent”, printed primarily for the information 


of those members of our own organization who are interested in future 


agency work. 


If you should like to see a copy we should be delighted to send it 


upon request. 


ADDRESS C. C. 


FULTON, JRE., 


AGENCY VICE PRESIDENT 


HOME LIFE INSURANCE COMPANY + 256 BROADWAY - NEW YORK 
Ethelbert Ide Low, 


_Chairman of the Board 


James A. Fulton 


President 
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O. J. Arnold Entertains 
At Cabin in Wilderness 


Nine leading general agents of the 
Northwestern National of Minneapolis 
have just returned from a fishing trip 
and a real wilderness vacation as guests 
of O. J. Arnold, president of the com- 
pany. Mr. Arnold entertained the men 
at his cabin, “The Pines,” on Basswood 
Lake on the Canadian border in north- 
eastern Minnesota about 300 miles north 
of the twin cities. Access to it can be 
had only by motor boat or canoe. Next 
month a party of ten salesmen will be 
entertained by Mr. Arnold in the same 
fashion. 

Sharing in this adventure were George 
R. Whitlock and S. E. Hauptman, H. O. 
Wilhelm & Co. agency in Omaha; Tru- 
man H. Cummings, Detroit; Phil Or- 
chard and George Wright, Northwest 
Iowa Agency, Sioux City; R. B. Daniel, 
Hutchinson, Kans.; L. A. Deininger, 
Dayton, O.; Warren H. Smith, Cleve- 
land, and H. F. Coonrod, Sprinfield Mo. 


LOAN PAY-OFFS AT NEW HIGH 





Northwestern National Also Experiences 
Sharp Decrease in Lapses and New 
Borrowings 

For the quarter ending June 30, re- 
payments made by borrowers on policy 
loans were the largest on record, reduc- 
ing policy loans outstanding to the low- 
est point since June, 1931, according to 
the quarterly report of Northwestern 
National Life of Minneapolis. 

The report also reveals that policy 
lapses in the first half of 1935 were 19.8% 
less in amount than in the correspond- 
ing period of last year, while cash sur- 
renders and expirations showed a reduc- 
tion of 47.3% as compared with the first 
six months of 1934. Reflecting the steady 
decrease in lapses and surrenders, com- 
bined with increased sales, the company’s 
insurance in force gained $14,923,197 dur- 
ing the twelve months’ period from June 
30, 1934, bringing the total to $364,268,- 
596 as of June 30, 1935. 

Policy loan repayments were $139,456 
for the three months ended June 30 as 
compared with $110,728 in the preceding 
quarter, and $98,779 for the three months 
ended June 30, 1934. For the twelve 
months ended June 30, 1935, repayments 
totaled $447,365, an increase of 47% over 
the preceding twelve months’ total of 
$303,423. 

Reduction in new borrowings by pol- 
icyholders was reflected both in total 
number of loans outstanding and in their 
total amount. As of June 30 the com- 
pany’s report showed 30,263 individual 
loans outstanding for a total of $9,316,- 
203 compared with 31,813 loans totaling 
$9,675,541 on June 30, 1934. 


ALLEN & SCHMIDT 50% AHEAD 
_ Paid-for business in the Allen & 
Schmidt agency, New England Mutual 
Life, New York, is more than 50% ahead 
for July this year compared with July, 
1934. 

COOPERATIVE ADVERTISING 
Fifteen general agents and managers 
in Atlanta, Ga. are cooperating in a 
newspaper advertising campaign. Each 
of the series of ads depicts actual cases 
from the files of the cooperating Atlanta 
agencies. 


LINCOLN NAT. AGENT LONGEST 
The anniversary of the oldest Lincoln 
National Life Underwriting career was 
celebrated recently by J. C. W. Coppess 
of Greenville, Ohio. His record of twen- 
ty-six consecutive years in the field un- 
der contract tops the entire field force. 





_ The St. Louis agency, Phoenix Mutual, 
in its fiftieth year is working for 1,500 
families protected with $5,000,000 new in- 
surance. 


The A. W. Crary agency, North Da- 
kota, is leading the Northwestern Na- 
tional in the July agency race. 
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Seashore ... mountains . .. motoring 
a 

this year DANIEL STARK goes along 
Roses and Drums, for three years one Saturday Evening Post and Time 
of the most successful dramatic pro- Magazine will keep right on giving 
grams on the air, will continue all fathers complete details of the plan 
through the summer of 1935 on __ that enables them to leave their fam- 
NBC’s basic blue network. That’s a ilies money every month—no matter 
year’s total of 52 thrilling broadcasts | what happens. 

of the Civil War . . . 52 interesting Union Central field men say that 
and instructive talks by Daniel Stark this steady cultivation of the market 
about the benefits of the Multiple through advertising has been a real 
Protection Plan. factor in their increased earnings 

And all this time full pages in the __ this year. 
Insurance Company 
CINCINNATI 
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ife Payments Total 
53, 101,525,930 Last Year 


y. CITY TOTAL = $145,500,000 





N. 
Spec 


ial Edition of National Underwriter 
“Published Last Friday Lists 


Statistics 





Life insurance policyholders and bene- 
fciaries in the United States and Can- 
ada received $3,101,525,930 in life ge A 
ance payments in 1934, according to v0 
Life Payments edition of The Nationa 
Underwriter published last Friday. 7 he 
special edition covers sixty-eight pages 
and gives statistical data on amounts 0 
life insurance payments nationally, by 
states and by Ene Leading amounts 
aid are also listed. 
Oe ack ranked first among all the 
states with $571,000,000 in life insurance 
payments in 1934 or a per capita payment 
of $43.80. Pennsylvania was second with 
$204,000,000, a per capita payment of 
929.90. Illinois ranked third with $213.- 
000,000, a per capita payment of $27.05. 
Leading the cities in life payments last 
year was New York with $145,500,000. 
Chicago ranked second with $90,260.000 
followed by Philadelphia with $45,110,000, 
a $4,000,000 gain. Brooklyn moved into 
fourth place and Pittsburgh and Detroit 
stood next in order. ales 

The largest amount of life insurance 
left by an individual in 1934 was $3,124,- 
73 by Percy A. Rockefeller, leading in- 
dustrialist and financier and a nephew of 
Iohn D. Rockefeller, Sr. Next in order 
of amounts owned were Arthur Joseph 
of Cincinnati, $1,500,000; H. K. Noyes 
of West Newton, Mass., $1,046,310, and 
Melvin A. Traylor, Chicago banker and 
prominent Democrat, who left $1,002,500. 
In 1934 life insurance companies paid 
$22.873.971 in double indemnity claims 
and $95,319,222 in permanent total disa- 
bility claims. In the last five years dis- 
ability payments have increased 78%, last 
year’s total being $41,782,288 more than 
the 1930 total of $53,536,934, according to 
The National Underwriter. 





INSTITUTE PRIZE WINNERS 





Money Awards to Those With Highest 
Examination Average in Five Main 
Courses of the Institute 
Every year the Insurance Institute of 
America awards a prize to the student 
who has secured the highest examination 
average in each of the five branches of 
insurance. This prize, amounting to 
$20.00, will go to each of the following: 
In the casualty branch two students 
tied for the highest honors. A prize will 
be awarded to Thomas P. Ellis, Jr., of 
New York City, with the Great American 
Indemnity, and to John M. H. Langford, 
of Winnipeg, Canada, with the Canadian 
General. Both received an average of 

93% in the Casualty I course. 

In the fire branch the prize goes to 
David G. Arter of San Francisco, with 
the Fireman’s Fund, for his average of 
95% in the Fire III course. 

In the life branch the prize goes to 
Charles R. Corcoran, New York City, 
with the Manhattan Life, for his aver- 
age of 9714% in the Life I course. 

In the marine branch the prize goes 
to James R. Miller of New York City, 
with Chubb & Son, for his average of 
%%4% in the Marine III course. ; 

In the surety branch two students tied 
for the highest honors. A prize will be 
awarded to William F. Roantree, New 
York City, with the National Surety in 
liquidation, and to Charles G. Roth of 
New York City, with the National Sur- 
ety Corp., for their average of 944% in 
the Surety II course. 





A general agency has been started at 
ouston, Tex., by the Ohio State Life. 
It will be operated under the name of 
the Chiodo-Cooper Ohio State Life 
Agency, with Vincent Chiodo and Clar- 
ence B. Cooper as the partners. 





The President’s Club of the Home Life 
Will meet in Quebec in July, 1936. 




















Northwestern 
Mutual 


LIFE INSURANCE COMPANY 





The assets of the Northwestern Mutual, as reported to state insurance departments, now 
total a billion dollars—a great estate administered for the mutual welfare and protection 
of more than 600,000 policybolders. 






































Sprague Agency Outing 
Celebrates Business Gain 


The Lewis C. Sprague agency, Provi- 
dent Mutual, New York, held an outing 
July 20 and 21 at Croasdale Manor near 
the Delaware Water Gap. The occasion 
celebrated a record production during 
June when the agency submitted 265% 
of its quota for President’s Month. 

Member of the agency, their wives 
and guests enjoyed golf, swimming, ten- 
nis and shuffle board on Saturday fol- 
lowed by a dance in the evening. Sun- 
day was devoted to visiting and more 


outdoor sports. Home office guests were 
Malcolm L. Williams, assistant manager 
of agencies, and Mrs. Williams. 

Mr. Sprague took over the manage- 
ment of the agency on March 1. Since 
that time the organization has produced 
four consecutive plus signs and_ has 
shown a 60% increase in paid business 
over the corresponding period of 1934. 





APPOINTED IN PORTLAND, ORE. 

The Occidental Life has appointed 
Tohn S. Green as assistant branch man- 
ager at Portland, Ore. He entered the 
business in 1927 with the Northwestern 
Mutual. 
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Los Angeles Agency 
Creates Sales Aid 


MAKES OWN BUSINESS SURVEY 





Lincoln National Men Interview Leaders 
in Thirty Industries; Profitably 
Using Results 





The Southern California agency of the 
Lincoln National Life is using its own 
business survey in directing prospecting 
efforts and formulating sales plans. Three 
hundred leading Los Angeles business 
men—ten in each of thirty industries— 
were interviewed and an accurate cross- 
section of business opinions and attitudes 
was obtained. Results are being used 
aS a canvassing document and to show 
the business man how his business com- 
pares with the average. Interviews are 
readily obtained through use of the 
sheet. These six questions were asked: 

Is your business more profitable today 
than it was a year ago? Do you employ 
more people now than you did a year 
ago? How do your collections compare 
with the same period last year? Are 
you extendins more credit than you did 
a year ago? What is the salary or wage 
trend in your business? What, in your 
opinion, is the outlook for your business 
during the next year? 

In answer to the first question, the 
average was two to one in the belief 
that business is more profitable today 
than a year ago. Over half of the men 
questioned are employing more people 
than a year ago. Forty-five per cent re- 
ported salary or wage increases with 
none reporting decreases. A large pro- 
portion of the business men expressed 
the belief that business prospects for 
the coming year are bright. 





M. L. Lane to Do Piano Act In 
Major Bowes’ Amateur Hour 


Mervin L. Lane, Connecticut Mutual 
Life in New York, is looking forward to 
Sunday, August 18, when he will do a 
two-piano act with his friend, Ralph 
Reddell, in Major Bowes’ amateur hour 
over Station WEAF. The pair are hope- 
ful they will get some popular votes but 
if a vaudeville engagement should be the 
outcome of their act Mr. Lane hasn’t yet 
made up his mind whether he will for- 
sake insurance for the stage. As a di- 
version Mr. Lane will also conduct a 
humor column in the New York Adver- 
tising Club News starting this week un- 
der the heading “Jest in Our Lane,” by 
Al Falfa. 





BEST’S LIFE REPORTS READY 


Text Is Thirtieth Annual Edition; Gives 
Broad Information on Life Compa- 
nies in U. S. and Canada 

The thirtieth annual edition of Best's 
Life Insurance Reports, a standard ref- 
erence work published by the Alfred M. 
Best Co., is now off the press. 

The text of this reference book gives 
information on legal reserve companies, 
fraternal benefit societies and assessment 
associations licensed to transact business 
in the United States as well as the larger | 
Canadian companies. 

The report on each company lists as- 
sets and liabilities as of December 3), 
1934, with ratio of each asset to total 
physical assets and rate per cent earned, 
income and disbursements for the year 
1934, gain and loss exhibits, classes and 
amounts of business in force and signifi- 
cant ratios derived from the statement. 
Also, on each company are tables show- 
ing the growth of the company, princi- 
pal statement items, cash premium in- 
come, history, financial condition, man- 
agement, operating results, kinds of in- 
surance written, officers, directors, ter- 
ritory and the reserve basis. « 

Among the specially calculated” ¥atios 
shown in the reports are those of first 
year commissions to new premiums, load- 
ings to gross premiums, lapse ratio, av- 
erage premium, average policy and ex- 
pensé ratio. 
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Guardian Leaders Celebrate 
Company’s 75th Anniversary 


The Guardian Life’s seventy-fifth anni- 


versary convention was brought to a 


close last Friday following three days 


of business meetings, conferences and 
entertainment which brought from the 
representatives of the leaders’ club gath- 
ered from all parts of the country a 
unanimous expression of their approval 
The convention was 


A McLain, 
president of the company, who presided 


and appreciation. 


adjourned by James vice- 


Meetings were 


New 


at the closing session. 
held at the Waldorf-Astoria in 
York. 

Frank F. Weidenborner, Jr., superin- 
tendent of agencies, as the final speaker 
reviewed all that had happened in the 
three days and sent his field forces into 
the beginning of a new club year with 
this admonition: “Let us do the thing 
that ought to be done. Let us get some 
philosophy of life to tie to and then 
tackle this problem of marketing vigor- 
ously and enthusiastically. This _ busi- 
ness is for those who have the capacity 
to appreciate the beauties of life insur- 
ance—what it can do for them in carn:ng 


Mrs. J. A McLain, Miss Marjorie Mc- 
Lain and Mrs. Carl Heye. 


them a profitable living and the service 
it can do their client. 

“Don’t think the man who buys insur- 
ance from you is doing you a favor. He 
isn’t. The company pays your commis- 
sions. Your prospect doesn’t pay it. He 
has a contract which is worth every dol- 
lar that he pays.” 


Discuss National Advertising 


The national advertising campaign of 
the Guardian launched only this year and 
mentioned on several occasions during 
the anniversary convention came in for 
a comprehensive review from _ several 
angles at the Friday morning session. 
John C. Slattery, director of publicity, 
gave a home office view of the campaign. 
He said: 

“The purpose of the national adver- 
tising is to build prestige with old pol- 
icyholders and to create interest in the 
Guardian Life and its agencies on the 
part of prospective policyholders. Cou- 
pons while admittedly only a by-product 
of our advertising have resulted in hun- 
dreds of inquiries and a follow-through 
with a personal call has resulted on the 
average of one sale in every eight cou- 
pons. The value of this advertising to 


Carl Heye, president; J. A McLain, vice- 
president. 
Below: 


you is in direct proportion to the use 
you make of it.” 

J. B. Zabin, Hanff-Metzger advertising 
agency, New York, explained the meth- 
ods used in planning the advertising cam- 
paign, in selecting media and in prepar- 
ing copy. He explained that each ad 
is planned to do a selling job. He said: 
“In the coupon by eliminating free offers 
and featuring the phrase ‘Show me how,’ 
we reach a better type of prospect.” 

Clarence Leyendecker of the Leyen- 
decker-Schnur agency, New York, told 
of the profitable results that can be ob- 
tained through use of the national ad- 
vertising and sales material furnished by 
the home office. He was followed by G. 
L. Mendes of the Doremus - Haviland 
agency, New York, who presented a new 
work control sheet which he described 
as a mirror to reflect the individual ef- 
fort to build a profitable market. 

The reaction of the field to the adver- 
tising program was reported by James 
A. Tyson, manager at Philadelphia, who 
said: “The viewpoint of thousands of 
Guardian fieldmen is that unquestion- 
ably national advertising has a tendency 
to make the Guardian a more national 
institution than ever before. It is build- 


F. C. Brinkmann, Jr., president 
of the Leaders’ Club. 


West Point Cadets and Band on Parade 





ing prestige for the company and for the 
agent before the buying public, making 
possible more sales. The type of copy 
is direct selling copy and effectively gets 
across a sales idea by tying up with a 
prospect’s spending habits. It encourages 
the salesmen in their general work be- 
cause of the type of ad that talks in a 
language the prospect can understand,” 
Highlights of Entertainment 

Highlights of entertainment at the con- 
vention were the boat trip to West Point 
and the diamond jubilee banquet with its 
accompanying floor show. George L, 
Bobbe of the Eisendrath agency, New 
York, as song leader added to the en- 
joyment of the meetings. On last Friday 
afternoon the New York City managers 
of the company furnished tickets for out- 
of-town delegates and their guests to 
attend the ballgame at the Yankee Sta- 
dium. 

Presentation of service pins was ap- 
propriately a prominent part of the sev- 
enty-fifth anniversary banquet. Speakers 
at the dinner included Carl Heye, presi- 
dent of the company; Hugh R. Munro, 
a member of the board of directors; 
Louis H. Pink, New York Superintend- 
ent of Insurance, and Mr. McLain. R. 





Mrs. Weidenborner, F. F. Weidenborner, 


Jr., and Miss Suzanne Weidenborner 
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Snapshots of Guardian Life People At West Point 





A. Trubey, manager in Fargo, N. D., 
spoke as representative of the field force. 
An old-timer with the company who 
made a few remarks was Charles Mor- 
fan, manager of the home office book- 
eeping department, who has been with 
the company more than forty-five years. 
Others on the banquet program were F. 
C. Brinkmann, Jr., manager, Shreveport, 
4, retiring president of the leaders’ 
club, and Walter C. Ross, Rhyan agency, 





te 





Milwaukee, the new club president. A 
guest of honor at the banquet was the 
company’s oldest policyholder. 

Another dinner party was held last 
Friday at the French Casino in New York 
by members of the President’s Club. On 
the following day they sailed aboard the 
Monarch of Bermuda for a convention 
cruise, visiting the island and returning 
to New York yesterday morning. 

A discussion of today’s market with 


ih i 





emphasis on problems of prospecting oc- 
cupied the business session the second 
day at which Mr. Weidenborner pre- 
sided. James L. Rainey, manager, Indi- 
anapolis, as lead-off speaker outlined five 
points for meeting conditions in what he 
called today’s spotty market. He said: 

“Have a simple plan or routine for 
seeing new people. Develop an effective 
first interview technique. Determine the 
financial ability of your prospect. Estab- 


lish a definite set of principles in re- 
gard to call-backs. Form a habit plan 
or routine for the day’s work. Keep a 
record of all calls and results of those 
calls.” 

Eisendrath Discusses Prospecting 

A fine talk on methods for selling 
young men made by P. L. Smith of At- 
lanta is reviewed elsewhere. He was 
followed by Julius M. Eisendrath, man- 

(Continued on Page 14) 
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Ex-Beneficiary Has 

No Rights in Policy 
DECISION BY NEW YORK COURT 
Husband Knew What He Was Doing In 


Changing Designation of Proceeds, 
Appellate Division Holds 





Once the beneficiary designation of a 
life policy is changed in according with 
the rules of the policy, the previous bene- 
ficiary has no rights in the contract, 
even though she be the widow of the 
insured, the New York Appellate Divi- 
sion, first department, has ruled in the 
case of Gertrude F. Rosenblum v. the 
Manufacturers Trust Company, the Mu- 
tual Life of New York and others. Jus- 
tice Townley in his opinion gave a num- 
ber of conclusions on _ insurance-legal 
points involved in the case. 

Joseph I. Rosenblum married twice. 
In 1929 shortly after his second marriage 
he made a trust agreement with the 
Chatham-Phenix, predecessor of the 
Manufacturers Trust, transferring cer- 
tain policies of life insurance to the com- 
pany and providing that proceeds should 
at the time of the execution of this 
be divided in such equal parts “As there 
shall be children of the settler in being 
at the time of the execution of this 
agreement.” At that time he had two 
children by a former marriage. 

In March, 1930, Rosenblum took out 
four additional policies with the Mutual 
Life for $30,000, the wife being desig- 
nated beneficiary. Shortly after the birth 
of a third child in August of 1930, Rosen- 
blum directed that the trust company be 
made beneficiary of the new policies. 

The claim of Mrs. Rosenblum was that 
her husband had been under a misappre- 
hension and thought that the new child 
would be benefited equally with the 
former two, whereas actually he was 
turning the policies over to his older 
children exclusively. 

The court, however, found serious 
doubt as to whether the allegation of 
mistake is a natural conclusion of fact 
from the conceded facts; said on the 
contrary, “The reasonable conclusion 
from the facts is that the insured was 
quite conscious of what he was doing.” 
Mrs. Rosenblum sued not to reform the 
contracts so as to include her child with 
the other two, but to herself obtain the 
proceeds from the four Mutual Life pol- 
icies. This procedure, the court said, 
“offends one’s sense of natural justice.” 


Digest of Legal Points 

A digest of the legal points ruled upon 
by the court follows: 

A widow, who was originally desig- 
nated as beneficiary under life insurance 
policies wherein the insured reserved to 
himself the right to change the benefici- 
ary, has no standing, after such change 
naming a trustee as beneficiary, to res- 
cind such change and be reinstated as 
beneficiary, upon the claim that the in- 
sured did not intend to dispose of the 
proceeds of the policies as set forth in 
the trust agreement and would not have 
made the change had he known the ef- 
fect of the provisions of the trust agree- 
ment. 

A beneficiary of a life insurance policy 
is merely a volunteer and after a change 
of beneficiary has been legally affected, 
is no longer a party or privy to the con- 
tracts of insurance. Nor does her rela- 
tionship to the insured as widow furnish 
a sufficient consideration to give her a 
standing to bring an action to rescind 
the change of beneficiary. 

Where a trustee has been legally ap- 
pointed under life insurance policies, a 
former beneficiary cannot attack the ap- 
pointment upon the claim that the trus- 
tee will be unable to carry out in part 
the wishes of the decedent. 


Wilbur Newton, receiver for the Amer- 
ican Life, Denver, was placed in the 
“Gallery of Fame” by the Denver Post 
for his able work as receiver reporting 
to court ways and means to protect the 
policyholders and stockholders of the 
company. 


EF'ORGING AHEAD | HEARD On The WAY 


ON MANY FRONTS 


bjs following facts, attesting to NWNL’s steady upward 
march and continued high standing, are based on the 
official reports made public each year by the Insurance 
Departments of the various states. Of necessity, therefore, 
this record embraces only those states which have so far 
(July 1, 1935) made public statistical abstracts covering 1934 business. 
In many other states records of equal or greater merit than those 
below will be disclosed upon publication of their official figures. Ordi- 


nary business only (i. e., 


excluding industrial insurance) has been 


considered in determining the rankings given, unless otherwise stated. 


In Minnesota—NwNL ranked fourth among 
the 92 companies operating in the state in produc- 
tion of new ordinary business in 1934, and con- 
tinued to stand well up among the leaders in total 
insurance in force. During the past five years NwNL 


has moved up two places in the ranking of all com- 
panies operating in Minnesota, ranked according 
to production of new business. If companies writing 
industrial business are excluded, NwNL ranked 





second in production of new business in 1934. 





s 


TT 


In North Dakota— NwNL continued to rank 
first out of 56 companies in production of new busi- 
ness (including industrial business), a position it 
has held for many years. In premium income and 
insurance in force NwWNL ranked second. 


In Michigan—NwNL ranked 11th (exclud- 

ing industrial companies) out of 62 companies in 
production of new business in 1934. During the 

past five years NWNL’s new business in Michi- 

gan has increased 42% as compared with a de- 
crease of 17% for all companies operating there- 

in, and its insurance in force has increased 33% 

as compared with a decrease of 20% for all com- 
panies. During the five-year period NWNL has 
moved up 16 places in the ranking of all com- 
panies operating in Michigan ranked by volume of new business, and 
has moved up 12 places ranked by insurance in force. 


In Nebraska—nwNL ranked ninth (exclud- 
ing industrial companies) out of more than 100 
companies in production of new business in 


1934. 


NwNL's new production increased 16% 


over 1933 as compared with practically no gain 
in the total new business of all companies. 


In Wyoming—NwNL ranked fourth out of 46 
companies in production of new business, and 
eighth in insurance in force. NWNL’s 1934 new 
business was more than two and one-half times its 
1933 total as compared with a gain of 24% for all 
companies in the state. 
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In Illinois—NwNL increased its insurance in force by 
18% during 1934 as compared with a gain of approxi- 
mately 1% by all companies in that state. During the past 
five years NWNL has shown an increase of 71% in insur- 
ance in force as compared with a decrease of approxi- 
mately 7% in the state’s total, and has moved up 12 
places in ranking in this respect; NWNL has shown an in- 
crease of 44% in new business over this five-year period 
as compared with a decrease of approximately 10% in 
the state's total, and has moved up 14 places in ranking in this respect. 


In South Dakota—NwNL ranked eighth out 
of 62 companies in production of new business in 
1934, and seventh in insurance in force. With re- 
spect to new business, NwNL has, during the last 
five years, moved up four places in the ranking of 
all companies operating in the state. 
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In Montana— NwNL ranked sixth out 
of 35 companies in production of new 
business. During the past five years NwNL 
has moved up four places in the ranking 
of all companies operating in Montana, 
ranked according to production of new 
business. 


In Missouri, Ohio, Oregon, and Washington— 


NwNL showed substantial improvement in ranking during the past 
five years, either with respect to production of new business or insur- 


ance in force, or both. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. pacswocxt 


STRONG~- Minneapolis Minn. ~ LIBERAL 


Save the week of September 16th for the N. A. L. U. Convention at Des Moines 




















“What Do Those Initials Stand For?” 
Neil D. Sills, manager at Richmond 
for the Sun Life of Canada, disclosed 
the other day that his middle initial 
stands for Dunlop, an old family name 
At the same time, Wilson M. Brooks 
one of the leading producers of his agen- 
cy who is president of the Virginia Stat. 
Association of Life Underwriters, dis. 
closed that his middle initial stands fy 
Montague, the name of an old Richmond 
family with which he is connected. 

M. E. Bristow, Virginia state commis- 
sioner of banking and insurance Was 
christened Myon Edison. At birth he 
weighed only a matter of three and q 
half pounds, and the Myon was taken 
from a tiny character of fiction which 
captured his father’s’ imagination jn , 
book. The Edison was in honor of the 
immortal inventor of whom the elder 
Bristow was a great admirer and with 
whom he corresponded frequently. Mr 
Bristow is only nominally the head of 
the state insurance department, the ac- 
tive work being performed by George 
A. Bowles, who is known as Superin- 
tendent of Insurance. 





The Trinity Bond Investment Corp. 
owns the Trinity Life and the Commer. 
cial Standard (fire and casualty) of Fort 
Worth. Plans have been approved for 
the immediate consolidation of the Trin- 
ity Life and the Gulf States Security 
Life under the name of the latter, The 
expanded company will have home offices 
Building in Dallas and will have approx- 
imately $60,000,000 of insurance in force 
and about $3,500,000 of assets. 

B. A. Donnally, secretary and treas- 
urer of the Trinity Life, was also elected 
executive vice-president of the Gulf States 
in the recently enlarged Gulf States 
Security Life. No other changes were 
made in the personnel of the company. 
Mr. Duke is also president of the Trinity 
Life and the Commercial Standard. 





The attempt to pass a life insurance 
bill through the Australian Parliament 
is one of the most discussed problems 
in the Antipodes. Most of the Austral- 
ian states passed insurance legislation be- 
fore the state became federated, an im- 
portant exception being New South 
Wales, which still has no insurance com- 
pany act, only a loosely-drawn corpora- 
tion act being applicable. Many compa- 
nies are promoted there, according to the 
— Insurance and Banking Rec- 
ord. 

After the states became federated it 
was expected that the Commonwealth 
Parliament would take over control of 
insurance matters, it being so intended 
by the framers of the constitution, but 
Parliament took no action and so some 
of the states have continued changing 
their laws, bringing them up to date. 





The British Government hopes to sub- 
mit the new unemployment assistance 
regulations to Parliament before the 
summer recess. So far the Unemploy- 
ment Assistance Board has not present- 
ed to the Ministry of Labor its proposals 
for revised regulations, but only statls- 
tical information on the result of its 1 
quiries into the working of the regula 
tions which were suspended as the result 
of anomalies and hardships disclosed in 
their administration. 

It is expected, however, that the gov- 
ernment will be in possession of the new 
proposals very shortly. ; 

Meanwhile a supplementary estimate 
amounting to £3,395,000 for grants from 
the Treasury to public assistance author- 
ities in England and Wales has been 1s 
sued. The money has to be paid as com 
pensation to the authorities because, OW 
ing to the muddle over the new unem- 
ployment assistance regulations, they 
have not been relieved of the financial 
burden of maintaining those able-bodie 
unemployed who have exhausted their 
statutory insurance benefit. 2 
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Guardian Meeting 
(Continued from Page 11) 


ager, New York, who gave an interest- 
ing outline of methods for securing 
planned prospects. The most natural 
topics of conversation are people, he said, 
and the keynote of success is careful 
planning and the habit of at all times 
being prospect-minded. One interesting 
method he explained was this: 

“T often ask people, ‘Have you ever 
thought of going into the life insurance 
business?’ Regardless of whether the 
answer be positive or negative I discuss 
the life insurance business for a few 
moments and build the man up by say- 
ing, ‘You are the type of man the life 
insurance business needs and men usually 
sell men of their own types. To prove to 
you that prospecting wouldn’t be quite as 
big a problem as you think it is, if you 
were to go into the life insurance busi- 
ness today you would have no trouble 
to pick three names of people that you 
could call on immediately. Just think 
a moment, who would be the first three 
people you would call on?’ The dis- 
cussion then becomes more of a game. He 
thinks a moment and usually tells me, 
‘Well, I might ca!l on my brother-in-law, 
there was a fellow in our shop who I 
think might be a good prospect,’ and 
many a time he doesn’t stop with three 
names. When he is all through I say, 
‘Now that you are not going into the 
life insurance business is there any rea- 
that these men should be neg- 


>” 


son 
lected 
J. E. Bragg Stresses Planned Action 
Getting business from old policyhold- 
ers by building good will was stressed 
by C. T. Ballew of Kansas City. He said, 
“If our policvholders fail to remain our 
friends, the fault is ours, not theirs, and 
the loss is ours, too. Make friends, be 
a friend. Take policvholders to lunch 
occasionally. Many a lunch that cost me 


a dollar has resulted in leads that 
bought the groceries at our house for 
several weeks.” 


J. C. Gregsamer, Hoffman agency, Chi- 
cago, who is the leading producer of 
paid lives and whose cases cover thirty- 
four occupations, told of the advantages 
to be found in diversifying one’s mar- 


ket. His clients include young men and 
women, housewives, clerks, managers, 
executives and professional men. He 


keeps in touch with them so that when 
they are ready to buy more insurance 
they will buy from him. 

Summarizing the meeting, James Elton 
Bragg, manager, New York, stated, “Our 
real problem is to work out a program 
of planned action. The agent’s job is 
to expand the meaning of life insurance 
to the buver. Therefore he should get 
a greater insicht into the meaning of life 
insurance in its relation to the hopes and 
desires of those to whom he goes. In 
planning for prospecting the job is not to 
find out how to do it—that is simple 
enough—the thing is to do it. Have a 
plan of what you are going to say when 
you are in the presence of your prospect 
Whatever vou do must be planned.” 

Hoid Conference Sessions 

On the afternoon of July 18 agents 
and managers met in conference ses- 
sions. John C. Slattery, director of pub- 
licity, led the agents’ clinic on national 
advertising. Mr. Weidenborner presided 
at the manacers’ meeting. In an open 
forum of both groups to discuss actuarial 
and underwriting problems the speakers 
were J. C. Barnsley, actuary; J. L. Cam- 
eron, assistant actuary, and Dr. M. B. 
3ender, medical director 

The annual report of President Heye 
made at the opening session was re- 
viewed in last week’s The Eastern Un- 
derwriter 
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Guardian Life Traditions Become 
Inspiration to Field, Says McLain 


The announcement of production re- 
sults and the presentation of awards to 
leaders of the company by James A 
McLain, vice-president of the Guardian 
Life, at the seventy-fifth anniversary 
convention in New York last week drew 
from him fine tribute to those men 
whose production records have contrib- 
uted so largely to the forward progress 
of the Guardian. He said in part: 

“Your unquestioned loyalty to the in- 
stitution you represent and to its officers 
is a constant reminder to us in the home 
office that loyalty demands loyalty—and 
that we are more than ever justified to 
operate constantly toward the end that 
company cooperation to its field be alert, 
timely and always dictated by the desire 
to assist the field in its sales problems 
and to improve sales conditions for 
Guardian agents. 

“To repeat what President Carl Heye 
has already announced company produc- 
tion showed an increase of 7.9% for.the 
year. Upon sober reflection this must be 
viewed as a satisfactory record when our 
increase for the previous year of 25.9% 
is considered. It is conclusive proof that 
in so far as Guardian production is con- 
cerned we are definitely out of the de- 
pression, headed for more.brilliant sales 
performance in the future.” 

Cites Change to Corporate Growth 

Mr. McLain sketched briefly the his- 
tory of the Guardian Life since its 
founding on April 10, 1860 and referred 
specifically to the officers who had led 
the company over the period of years 


up to the present. He cited also the 
changed corporate procedure which has 
accompanied the growth of the company 
and which has removed the emphasis 
from the individual since corporate 
growth today is dependent upon cooper- 
ation, team-play and multiple control of 
the important organizational activities. 
He referred to the national advertising 
program of the company as an important 
newcomer among the organizational ac- 
tivities. 

In concluding his remarks Mr. McLain 
said: “There is good reason to believe 
that in spite of political interference 
fundamental economic laws are operating 


right now pointing toward improved 
business. I am convinced that business 


recovery is well on the way and that we 
will enjoy prosperity in this country in 
the not distant future if we get to work 
along reasonable lines. There is no doubt 
in my mind that the profit system will 
prevail—and that present tendencies to- 
ward one ‘ism’ or another will collapse. 
This country has been conceived in lib- 
erty—traditionally our government has 
been of the people, by the people and for 
the people. Our institutions have been 
purchased at great price by those who 
preceded us. They are ours to preserve— 
and preserve them we will. This country 
has been, is and will be a land of oppor- 
tunity for the worker, the doer. When 
business again assumes full responsibility 
for our economic progress, our labor and 
our capital will be used and fair returns 
will be received by each.” 


P. L. Smith Gave Up Harvard 


Scholarship for Insurance Business 


Giving up a chance for a two years’ 
part scholarship at Harvard where he 
planned to study banking, P. L. Smith, 
Green agency, Guardian, Atlanta, is mak- 
ing a career of life insurance selling. He 
was graduated from Emory University, 
Atlanta, in June, 1931, and entered the 
Green agency in order to get some busi- 
ness training during the summer. Finan- 
cial conditions made it impossible for 
him to take advantage that fall of the 
scholarship offered him by the American 
Bar Association. He stayed with the 
agency and in his first year qualified for 
the leaders’ club of the company. He 
has maintained that membership and this 
year qualified for the President’s Club. 
Although the Harvard scholarship is still 
available to him, he no longer wants it. 

A large part of Mr. Smith’s business 
is done with young men and before the 
Guardian convention in New York last 
week he told some of the methods he 


uses in placing that business. He said 
in part: 
“It is true that the young man is 


found to be a prospect for additional 
life insurance ‘or a reality not to buy it’ 
only insofar and to the extent which he 
feels and knows of life itself. There- 
fore we as salesmen should endeavor to 
get a young man to ponder the contin- 
gencies of life at an earlier age. En- 
couraging the young man to think along 
these lines results in the young man tak- 
ine steps to do something about his own 
plight. He doesn’t intend to deliberately 
lose his fight for financial independence. 
The only answer is that the young man 
is going to fight—the question is when 
and how? 

“The young man can refuse to buy life 
insurance and he can procrastinate in 
his savings but he cannot turn down the 
problems of life. For this reason I en- 
deavor to get the young man to spend 
a few moments of investigation and seri- 
ous thought as to how and what will be 
his investment of life. That invariably 
is life insurance and it works. 

“From this group of thoughts T choose 


(Continued at Bottom of Opposite Page) 





OLD RECORDS EXHIBITED 
The historical exhibit at the Guardian 
convention featured many old letters, 
records and policy contracts going back 
to the days when the Guardian was the 
Germania Life. Leaders’ club conven- 
tion pictures were also exhibited. 
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ARE YOU ANXIOUS TO ADVANCE ? 


— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 


CONVENTION NEWSPAPER 
A convention issue of the Guardian 
Diamond bearing last minute news was 
brought out during the boat trip to West 
Point. A front page story carried a re- 
port of the sailing of the Peter Stuy- 
vesant from Pier 8&1. 
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JERSEY CITY, N. J. 
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F. C. Brinkmann Finds Insurance 
More Than Just a Livelihood 


As president of the leaders’ elyb of 
the Guardian F. C. Brinkmann, Jr., man- 
ager, Shreveport, La., opened the Sev. 
enty-fifth anniversary convention of the 
company. In his remarks he Stressed 
that men who represent the Guardian 
can find inspiration in the knowledge 
that through their work other men are 
receiving benefit. He said in part: 

“We, members of the leaders’ elyb 

; , 
gather here today in convention hot 

e ’ 
simply to celebrate the diamond anniver. 
sary of the Guardian but rather to ob. 
serve with thankfulness and pride the 
worth-while existence of our company 
and to pay tribute to the good that has 
been wrought by its activity in the field 
of human needs. 

“It seems to me that we should re. 
vard our work and our connection with 
the service of our company in a manner 
that differs from the customary relation 
ot employ¢ and representatives. It js my 
well-considered opinion that a man who 
engages in the business of selling Guard. 
lan service and Guardian protection sole. 
ly for the purpose of earning a living 
Is missing most of the satisfaction and 
all of the inspiration that could be drawn 
from his work. 

“The reports of the growth of our 
company, the increasing soundness of its 
financial position, the steady progress of 
its affairs, all these things are most grat- 
ifying and give to us as Guardian repre- 
sentatives a deep feeling of pride and 
of confidence in its able administration, 
sut there are more important elements 
than these. In the multitudes of little 
homes throughout our nation there are 
litle children and brave women who, all 
unconsciously perhaps, give thanks for 
the vision, the perseverance, the knowl- 
edge and the spirit of some member of 
this organization whose efforts have re- 
sulted in a protection they might other- 
wise have been denied. 

“Therein lies our real satisfaction and 
our true reward—in the knowledge that 
our efforts have helped to smooth the 
path of life for our fellowmen.” 





NEW LEADERS’ CLUB OFFICERS 
Walter C. Ross, Rhyan agency, Mil- 
waukee, is the new president of the 
Guardian Life Leaders’ Club. First vices 
president is Julius M. Eisendrath, man- 
ager, New York City, and second vice 
president, J. C. Gregsamer, Hoffman 
agency, Chicago. Vice-presidents at 
large are Clarence Leyendecker, New 
York; George Hoffman, Chicago; Dud 
ley Spain, Columbus, Ga., and Nelson F 
Davis, Jr., San Francisco. 


MAX REINBOTH STANDS FIRST 

Max Reinboth, Doremus - Haviland 
agency, New York, led the Guardian field 
force for the past twelve months retain- 
ing the top position gained the preced- 
ing club year. He has been with the 
company thirty years. He was singled 
out at the meeting on July 19, his sev- 
entieth birthday. A 
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that are applicable to the “That if a young man lives he must man prospect from old age. Plenty of “Young men can save money 
man on whom I am going some day become an old man—then he time to wait, he says, and plenty of tim« the aid of | 


surance, but f 
and weave a Fa must either have money or endure mis- for at least four more depressions to keep it up. 


easing my life insurance — ery. wipe out his life work and life invest- “Young men can save and invest 
the opportune time: “Fully forty years separate the young _ ments. money without buying life insurance, but 
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Selling Young Men 
(Continued from Page 15) 


you can’t buy life insurance without sav- 
ing and investing money. 

“That almost every man of fifty wishes 
that he had bought twice as much life 
insurance as he owned in his twenties. 

“That the ownership of considerable 
face amount of life insurance tends to 
set a young man’s sights higher (taking 
the hicher and loftier sight as your guide 
and following them you shall reach your 
destiny). 

“That a young man’s credit is backed 
by and substantiated by his ability to pay 
life insurance premiums. 

“That a young man is betting on him- 
self rather than against himself. 

“That men lose their savings and over 
a twenty-year period cannot make twen- 
ty safe investments that will yield 3% 
compound interest. 

“That young men die. 

“That men become a living economic 
death due to disability. 

“Few older men much less younger 
men appreciate how long it takes or the 
effort or the energy and the patience it 
requires to create a capital sum. 

“That young men need emergency 
funds that are immediately available. 

“That there is such a thing as proper 
life evaluation on the part of a young 
man to his parents and to society. 

“That his wife and his children may 
have a continuous income. ; 

“Appeal to the young man to stay out 
of the rut of life for it is deep and far- 
reaching. 

“Remember this: that every young 
man wants a goal to strive for and most 
of them don’t know exactly what goal 
they are striving for, but it is there: 
help them to formulate one, crystalize it 
for them. 7 

“That the habits a young man forms, 
the associations a young man develops, 
the philosophies by which he lives are 
all formed while he is a young man. 
Thev become then very vulnerable vears 
and it will pay him to even stymie him- 
self temporarily in order that he micht 
establish a logic of thinking and a habit 
of living that will in later years prove 
invaluable to him. He has only one 
chance and that is while he is young 
—drive that home to him and you will 
make him a better prospect. : 

“And finally, with a touch of pathos 
that is so true and so full of the very 
meaning I have tried to bring out in my 
talk, let me picture this for you, a once 
young man at the sunset on some distant 
day. life having been lived, he walks out 
of the building he entered vears before 
but with what? Usually with disillu- 
sionment and disappointment. Usually 
with regret that he had not entered an- 
other building of life. Usually with 
money far too inadequate to meet his 
old age needs. Usually with the feeling 
that life has been nothing more than 
rather an inglorious pursuit after just 
enouch money to keep the wolf from 
the door and the door from the sheriff 
The fault lay neither with the man nor in 
that buildine of life—rather it lay in the 
fact that the man entered as a voung 
man the wrong building of life making a 
poor investment of his human life value 
all because he did not learn soon enough 
about life. He did not deliberately in- 
tend to lose his fight for financial suc- 
cess. The reason for losing was that he 
did not fully appreciate that not all of 
the blows are struck in the ring.” 


OLD LINE HAS 35% INCREASE 
An increase of 35% in paid-for busi- 
ness during the first six months of 1935 
compared with the first half of 1934 is 
reported by the Old Line Life of Amer- 
ica, Milwaukee. 


HARMELIN AGENCY DRIVE 
Arnold Harmelin, general agent, Col- 
umbian National, New York, was honor 
guest at a birthday party held by mem- 
bers of the agency on July 13, his birth- 
day. The agency production this month 
is in tribute to him. 


New Pennsylvania Code 
Regulates Benefit Societies 


A new code governing fraternal benefit 
societies in Pennsylvania has been signed 
by Governor George H. Earle. Societies 
regulated under the new code are ex- 
empted from all other insurance laws of 
the state and the new code supplants 
and repeals all present Pennsylvania 
statutes regulating fraternal benefit so- 
cieties. 

It prescribes the procedure for incor- 
poration of societies and permits exist- 
ing societies to exercise the rights, pow- 
ers and privileges conferred by the act 
without reincorporation. It details the 
duties of the societies relative to their 
organization, the contributions to be paid 
by members, the establishment of re- 
serves, and the payment of benefits and 
provides for mergers of societies. It 
provides for and regulates writing of 
Juvenile insurance by societies. 

The procedure to be followed by the 
Insurance Commissioner against societies 
operating contrary to law, transacting a 
fraudulent business, or being in an un- 
sound and unsafe condition, is outlined. 
The code regulates the accumulation and 
investment of funds, permits the exami- 
ration of domestic and foreign societies 
by the Insurance Department, requires 
the filing of statements and valuation 
renorts and prescribes the basis for valu- 
ations. It prescribes the rights of the 
Insurance Commissioner in licensing for- 
eign societies, requiring the holding of a 
hearing prior to the refusal of licenses, 
and prescribing the procedure on appeals. 





EISENDRATH LEADS GUARDIAN 





Leyendecker-Schnur and Doremus-Hav- 
iland Stand Next; Leading Mana- 
gers Are Brust, Houghton, Trubey 
Closing the club year with production 
49% in advance of last year’s record, the 
Julius M. Eisendrath agency led the 
Guardian agencies for the second suc- 
cessive year. The Leyendecker-Schnur 
agency finished a close second and the 
Doremus-Haviland agency, recording a 
53% increase, stood third. All three 

agencies are in New York City. 

The three leading managers for the 
diamond anniversary year in personal 
production are C. K. Brust, Los Angeles; 
E. B. Houghton, Rochester, and Ralph 
A. Trubey of Fargo, N. D. All three 
managers had production ranking among 
the ten best in the entire field. 





INDIANAPOLIS SALES GAIN 

Ordinary life sales in Indianapolis in 
June gained 20% over business written 
in May. Forty-two agencies in the city 
reported that 3,865 individuals took out 
policies totaling $4,965,718. During the 
first half of this year 14,641 persons in 
the city bought a total of $27,463,043 in 
Ordinary policies from the reporting 
agencies. 





FRANK W. FREWEN DEAD 

Frank W. Frewen, 79, who was for 
many years engaged in insurance in Den- 
ver and also served as a state legislator, 
holding various positions with the city, 
died July 17. Four children survive him, 
a son, Frank, a prominent architect of 
Denver. 





HANDY FEDERAL DIRECTORY 


The Northwestern National Life of 
Minneapolis has issued in convenient 
pocket size a directory of Federal Relief 
and Recovery agencies with the name of 
the head of the organization, the address 
in Washington and a brief description of 
its functions. 





25 YEARS WITH AETNA LIFE 

George H. Wilder, Aetna Life, super- 
visor of the accident accounts depart- 
ment, has just observed his twenty-fifth 
anniversary with the company. 





June was the biggest month in four 
years for the Security Mutual Life in 
production of new business. 


Pittsburgh Congress 


(Continued from Page 3) 

on it in earnest. The salesman is criti- 
cized who generalizes on life insurance 
in the presence of the prospect instead 
of getting specifically down to the pros- 
pect’s needs and the solution of the pros- 
pect’s problem. Have we not generalized 
on the whole ‘selling process’ instead of 
seeing each individual set in it—taking 
it apart and polishing up each individual 
part a 

Mr. Johnson recommended that each 
producer develop a half dozen typical 
approaches and master them to meet the 
half dozen typical approach situations 
which are constantly encountered. 

“Most any approach, by actual demon- 
stration, requires less than two minutes,” 
he said. “After 120 seconds the sales- 
man and prospect are either beginning 
to feel comfortable or the salesman 1s 





on his way_ out. What causes mog J 
the trouble? It is simply this: the sale 
man does not know exactly what hes 
going to say when he enters and is 
confidently in command of himself” . 


Greaves and Speicher 


Both Professor Greaves and Rito 
Speicher held the attention of the cop, 
gress easily at the afternoon segsio 
‘They were roundly applauded at the con. 
clusion of their talks. Greaves, who ya 
a big hit at the Massachusetts Mutu 
convention recently at Edgewater Beag 
Hotel, Chicago, will eventually becom¢ 
one of the most popular figures at jp, 
surance conventions. Speicher, who had 
been talking more than anybody in th, 
business, has no difficulty either in clean, 
ing up. 

The congress adjourned shortly afte 
4 o'clock. A fine program, run in ship 
shape style. Everybody satisfied, 





Passengers on Kansas Pacific train shooting buffaloes—Harper’s Weekly, 1866 


Not So Quick on the Trigger 
But Better Armed 


Seventy years ago when the Connecticut General was founded, 
men had to be individually resourceful, quick on the uptake, many 


sided. 


Today most people are specialists. 


Instead of functioning 


many different ways, they employ other specialists to do for them 
what their forebears did for themselves. 
Instead of trying to surmount unaided all the personal econom 
hazards in their path, men turn to the highly trained represent 
tive of a well managed life insurance company. 

Connecticut General men draw upon the financial experience of @ 
company with a successful record of seventy years. Their services 
provide a degree of security once beyond the reach of any but the 


most fortunate. 


They know how to protect a man’s family during his active yeats 
and at the same time steadily build up a fund for him and his 
wife to live on when he is ready to retire. 

Learn how much can be done with money that can be spared 


from current income. 


Send for booklet showing what Connecticut General men at 


doing for others. 


Connecticut General 


Life. Insurance Company 
Hartford, Conn. 


National Life Underwriters Convention, Des Moines, Ia. 


Week of Sept. 16, 1935 
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5 When the Girl He Left Behind Him | 
is Waiting for Him to Make Good | 





er 
That's when a young man realizes the value of a college education. The pathos of penniless | 

youth is pathetic. In this highly competitive and specialized age the young man without a college | 
ounded, education has only an outside chance of reaching the higher income class. | 
e, many Here are the statistics of the United States Bureau of Education: | 
ning in An uneducated man will earn, from age |8 to 65 $45,000; | 
or them a woman will earn less. 
onomic A High School graduate will earn, from age !8 to 65, 
resenta’ $78,000, or $33,000 more than the uneducated man or woman. 
nce of a A College graduate will earn, from age 22 to 60 (in less 
services time), $150,000, or $72,000 more than earned by the High 
but the School graduate, and $105,000 more than the amount earned 

” by the uneducated. 

ye years 
and his Educational endowments issued on children at the younger ages assure ample funds, when | 
spared needed, for college expenses. | 


The forward looking father can GUARANTEE his children a college education by means of 
hen are By Educational Endowments. He can also have the assurance that the money will be available even 
though he doesn't live to see his boy or girl attain college age. | 


The Western and Southern Life Insurance Co. 


Charles F. Williams, President Cincinnati 
































LUNDERWRIT 





ee 


July 26, 193 








Fitzgerald Sees Trend ‘Toward More 
Normal Investment Outlet Market 


Indicating the increasing investment 
problem confronting the larger life in- 
surance companies the Northwestern 
Mutual had in the first six months an 
excess of income over disbursements 
available for investment of more than 
twice that of the same period last year, 
although there is evidence of a trend 
toward return to a more normal invest- 
ment outlet, Edmund Fitzgerald, vice- 
president of the company, told North- 
western Mutual representatives at the 
meeting in Milwaukee this week. 

Farm Mortgage Loans 

An interesting figure for first six 
months of this year revealed by Mr. 
Fitzgerald is that net increase of farms 
owned is 137 against 361 a year ago, the 
company having closed during the last 
six months 398 sales of farms in whole 
or in part, with a total sales price of 
$3,039,841. In the same period last year 
it sold 149 farms for less than one-half 
of this year’s record. Farm sales for 
the first six months of this year reveal 
a profit of $383,088 over the asset value 
at which they were carried, which is 
about a 14% margin. The company is 
continuing its policy of rehabilitating 
and improving its acquired real estate to 
prepare it for sale. 

As to the future Mr. Fitzgerald said 
the company stands ready, and is anxious 
to make sound farm mortgage loans. 
There is, however, great competition in 
this field from the Federal Government, 
the local banks and the individual in- 
vestor. 

In the city loan field there is little 
change in outstanding volume of loans, 
although conditions in the city field are 
greatly improved over one and two years 
ago. 


Bonds Held 41.77% of Assets 


As of June 30 Northwestern Mutual 
had invested in par value of bonds $443,- 
506,000, an increase of $55,096,000 from 
January 1. This is an all-time high in 
the amount of bonds owned by the com- 
pany, and that section now constitutes 
41.77% of the gross assets of the com- 
pany. 

About 50% of this year’s increase is in 
U. S. Governments, direct or fully guar- 
anteed, which have increased $27,000,000, 
bringing them to a peak figure of $132,- 
104,225, or 126% of gross assets of the 
company. Over half of this increase is 
accounted for by the continuation of the 
activity of the Federal government in 
refinancing farm mortgages. This great 
holding in government securities gives a 
choice degree of liquidity, for these se- 
curities are highly marketable and may 
well be considered as a secondary cash 
reserve. Marketwise, government bonds 
have been increasingly strong over the 
recent months. 

The company has continued to expand 
investments in the United States state, 
county and municipal bonds and, ex- 
pressed in par values, these now exceed 
$85,204,000, an increase of $20,500,000 since 
January 1, and approximately $32,000,000 


greater than a year ago. “During the 
last two years,” commented Mr. Fitz- 
gerald, “we have made a_ tremendous 


increase in our holdings of these securi- 
ties and they have proven to be most 
satisfactory investments. Aside from the 
factor of money rates, the price improve- 
ment in municipal bonds reflects a real 
improvement in the financial affairs of 
municipalities, not only along the line of 
better tax 


collections, but by way of 
closer control of expenditures, wiser 
planning and economy of administra- 
tion.” 


As further evidence of the improve- 
ment in the municipal field, $3,169,410 par 
of municipal bonds owned by the North- 


western Mutual, which were temporarily 
in default as of the end of the year, have 
cured their defaults and may now be re- 
stored to the amortized basis. 

Railroad bonds are practically un- 
changed in par value of holdings as com- 
pared to the first of the year, as the 
increase is only $221,400, which increase 
is confined to bonds of unquestioned 
soundness. 

Public utility investments, expressed in 
par values as of June 30, were $29,347,- 
000, an increase of almost $7,000,000 as 
compared with the first of the year. The 
public utilities of this country, said Mr. 
Fitzgerald, are today producing more 
electrical energy than they ever have in 
their history. Their rate of growth is 
outstripping that of industry. 

Proportion in Bond Holdings 

“Tt is interesting to observe,” Mr. 
Fitzgerald concluded, “that in the six 
years from 1929, when the assets of most 
businesses began to decline, the amor- 
tized value of the bonds owned by this 
company had increased from $296,000,- 
000 to $427,000,000, an increase of $131,- 


000,000, or 34%. Whereas at the end of 
1929 the amortized value of our bonds 
was 331/3% of the admitted assets of 
this company, they now approximate 
40%. 

“Interesting, too, is the fact that al- 
though we have not sold great quantities 
of bonds, by means of new investments 
the percentage of our funds invested in 
the various classes of bonds has changed 
greatly for while railroad bonds in 1929 
were 60% of the admitted asset value 
of our bond holdings they are but 33% 
today. Year to year changes seem in- 
significant but when we take a six-year 
survey these changes are quite startling. 

“This year for the first six months the 
bond department collected $8,328,662 in 
interest, which includes 99.5% of the in- 
terest collectible on bonds not in de- 
fault January 1, 1935, and $183,545 of 
interest in transit as of the end of the 
year or on bonds which were in default 
then. As of June 30, 1935, the par value 
of bonds in default was $919,000 less 
than as of the first of the year. 

“At the end of 1929 our investments 
in mortgages constituted 44.62% of ad- 
mitted assets. As of June 30, this per- 
centage had been reduced below 30%. 
A study of our experience in the refi- 
nancing of farm loans since July 1, 1933, 
reveals that some 7,321 have been re- 
financed, totaling $46,642,162.” 
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During the First Half 
of 1935 


COLUMBIAN NATIONAL FIELDMEN 
% Beat every corresponding month 
%* Increased total life insurance in 


%* Produced a new life premium total 
greater than that of entire 
year of 1934— 


% Raised new accident business 35% 
over first six months of 1934. 


OLUMBIAN NaTIONAL 
LIFE INSURANCE COMPANY 


A NEW 








ENGLAND INSTITUTION 








———— 
AGENTS’ ASSOCIATION OFFICER; 


The following officers head the Non 
western Mutual Association of Age» 
for the coming year: Victor Plum. 

Cr, 


Rockford, IIL, president; Francis (j,, 
Minneapolis, vice-president, and T.Wes 
ley Tuttle, Milwaukee, Secretary-trea. 
urer. 


Northwestern Mutual 


(Continued from Page 1) 
material 61,500 leads have been deyely 
during the year. 

For the year ending May 31, 19; 
Northwestern Mutual paid for more thay 
$250,000,000, an increase of $31,0)q) 
over period ending same date last yea; 
In the first twenty days of July. this 
year, approved business registered 4 ain 
of 25%. Total income for the six months 
ending June 30 was $104,000,000, 

At Tuesday morning convention Glen; 
B. Dorr, New York, made the Principal 
fieldman’s address, his topic ein 
“Locating a door behind which there i 
a prospect.” 

Use Radio In Sales Clinic 

One of the main surprises of th 
Northwestern Mutual convention thi 
year was the presentation in the fon 
of radio broadcasts from a special broaé. 
casting studio through loud speaker 
during a session of the convention calle 
“Idea Exchange Hours.” 

On Tuesday morning the subject 
“Proven Approaches” was discussed }y 
20 agents selected from 200 submitting 
their most effective approaches, after ; 
brief description of conditions under 
which each was used. On Wednesda 
morning “Proven Closes” as used suc- 
cessfully by 20 agents were discussed, 

Wm. Ray Chapman, assistant director 
of agencies, acted as chief engineer of 
Radio Station NMAA, broadcasting the 
Northwestern Mutual Agents Associa 
tion Idea Exchange Hour. A full 
equipped radio broadcasting booth, with 
glass front, tastily decorated, equipped 
with lights, tables, chairs, equipment for 
electrical transcription reproduction of 
the agents’ theme song, “I'll See You 
Again,” chimes and a microphone, wa 
moved to the front of the stage in the 
auditorium for this feature presentation 
Mr. Chapman introduced T. Westley 
Tuttle of Milwaukee, who acted as a- 
nouncer and chairman to introduce the 
various participating producers. 

Albright Leads Again 

Charles E. Albright of Milwauke 
again led the agents of the company it 
production. He paid for $1,600,000. This 
covered thirty-one lives. It was th 
twenty-eighth consecutive time he ac: 
complished this great feat. 

The leader of lives, and, therefore, the 
ieader in the company’s Marathon Club 
is an agent in a small town in souther! 
Illinois, Red Bud, a coal mine section 
and the company does not write coa 
miners. He accomplished the extraordi- 
nary feat of paying for 224 lives. The 
town where he operates has few mort 
than 1,000 people. Cowell would not 
come to the convention. Said he would 
be embarrassed to stand up “before al 
those people” and take a bow. 

Herman G. Fricke, Omaha, who led th 
company’s Marathon Club for the t 
years preceding this club year, clicke 
to the extent of 116 lives. He was ™ 
an automobile accident, which slowed 4 
his production for a time. 

Herman Duval of New York City wo! 
Marathon Club honors again, paying [0 
103 lives. Another New York State ma! 
in the Marathon Club is C. A. Phelps 

Glenn B. Dorr, president of the Lit 
Underwriters’ Association of New York 
paid for $467,148 during the club yea! 
writing forty-four lives. Tom Carpente! 
New York City, who has been m the 
business only a short time and who the 
first few months of his life’ insurantt 
career did not write a case, paid I" 
$771,000. M. G. Drane, New York Cits 
a new star, paid for half a million. e 
A. Borchardt, New York City, paid os 
$321,462. Harold L. Barnett paid ™ 


ped 





$686,312; forty-six lives. 
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THE OPEN Door 
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GENERAL AGENCY 


With the Company that 
reached 


70 Millions in 7 Years 


www 


In line with its extensive expansion pro- 
gram, the Company, now occupying its 
new Home Office Building in Montclair, 
has openings for a limited number of men 


who can qualify for 


A Special Contract for 


Prospective General Agents 


“Hy 





\\" “i mq" 


IF—your paid-for production in 1934 ex- 
ceeded $100,000 


IF—you have some organizing ability 


IF—your future with your present connec- 
tion is limited 


IF—you live in 


New Jersey Western Penna. 
Delaware Western Mass. 
Maryland Rhode Island 


Write to 


Wm. J. Sieger 


Vice-President and Supt. of Agencies 


BANKERS 
NATIONAL 


LIFE INSURANCE CO. 


Montclair, New Jersey 









Social Planning Should Not Destroy 
Initiative, Warns President Cleary 


In addressing representatives of the 
Northwestern Mutual 
the home office in Milwaukee this week 
President M. J. Cleary stressed that the 
life insurance institution, as is the case 
with America itself, has been built on the 
theory of individual initiative, freedom 
and responsibility. This necessarily in- 
volves factors of private property and 
of profits. There has been no other time 
in our history in which sound, clear 
thinking on the part of our citizens is 
more necessary than today. The will 
of the people will ultimately determine 
the form and plan of government which 
is to prevail in this nation. 

We have thought altogether too large- 

he said, in terms of our national lia- 
ities and have given Ba little weight 
to our national assets. Take agriculture. 
We have thought and talked of distress 
of agriculture to the point where, in 
large degree, we have accepted the 
theory that agriculture is prostrate. 
Facts do not justify such gloomy con- 
clusions. More than 50% of American 
farms are not mortgaged. Of mortgaged 
farms more than half are meeting their 
obligations in full and on time. Yet we 
have so emphasized problems of the 25% 


Life gathered at 


or less confronted by a debt problem 
that we have come to regard the condi- 
tion of this great and basic institution 


as one of distress. 
The People Are Working 
Take the unemployed, continued Presi- 
dent Cleary. More than 35,000,000 Am- 
ericans are still maintaining themselves 
and those dependent upon them out of 
their accumulated means or out of their 


current earnings and income. They rep- 
resent 100,000,000 people, 

“We have given so much thought and 
have devoted so much time to a discus- 
sion of the 20% in distress,” said Mr. 
Cleary, “that we have failed to recognize 
the sound asset we have in the hundred 
million or more providing for themselves. 
More than 60,000,000 Americans have 
through facilities offered by life insur- 
ance companies provided in whole or in 
part for their old age and their depen- 
dents. They should not be taken out of 
the picture. These people have accumu- 
lated potential estates of $100,000,000,000, 
a sum equal to one-third of the country’s 
present national wealth. This potential 
estate is supported by a current accu- 


mulation of assets totaling more than 
$23,000,000,000. 
“We should be very careful in our 


thinking and planning for social security 
not to destroy that commendable sensc 
of responsibility that prompted these 
millions to create and maintain this vast 
estate. Owners of these millions of life 
insurance policies, owners of the farms 
and homes of American men and women 
with jobs which provide a weekly or 
monthly pay check are capitalists, vitally 
interested in the so-called capitalistic 
society. We have a financial structure 
that is literally bulging with capital and 
credit that is anxious to be employed. 
If we can avoid the folly of destroying 
the opportunity for these great estates 
to cooperate this country will, at an 
early date, be on the road to that pros- 
perity, contentment and standard of liv- 
ing for all of our people that have been 
the envy of the world in the last century 
and a half.” 





Themes of Divided Sessions; 
“Wonder Spots” Book Success 


One of the most practical features of 
Northwestern Mutual 
in recent years has been the divided ses- 
sions for city, rural and management 
groups. This permits frank discussions 
of problems confronting agents in the 
various groups which ordinarily would 
not be of as much interest to a general 
meeting of mixed agents, many of which 
are not confronted with problems and 
sales methods and ideas of concern to 
certain producers who work under dif- 
ferent conditions. 

At each group meeting during Tues- 
day afternoon, Wm. Ray Chapman, as- 
sistant director of agencies in charge of 
sales promotion, presented the new 
“Wonder Spots of America” booklet and 
the campaign suggested for its use. This 
book made its bow to the field in July 
and is featured for the first time in 
Northwestern Mutual national advertise- 
ments this month, featuring “Where You 
Can Enjoy Life On $100 A Month.” It 
has aroused intense interest everywhere 
and the remarkable success of the “Won- 
der Spots of America” as a national ad- 
vertising theme has led to the develop- 
ment of a new and powerful selling help 
for Northwestern Mutual agents. 

This new book describes representative 
Wonder Spots in many sections of the 
country. Its pages are replete with at- 
tractive illustrations of home life and the 
recreations and the interesting views 
that are typical of each region. Through- 
out the book there is woven a convincing 
s‘ory of the happiness that can come to 
men and women “who early select and 
follow a definite financial plan that will 
bring them to retirement ‘age with an 
income that permits them to live as they 
like...where they like...without worry.” 

Fred N. Tornow, of Buffalo, N. Y., 
was chairman of the city group of the 
divided sessions. “Business 
was discussed by Andrew B. 


agents’ meetings 


Dygert, of 


Minneapolis. In the rural session Roy F. 
pre- 


Clendenin, of Louisville, chairman, 


Insurance” 


Some of Those Taking Part 
At Clinic and Other Events 


Charles R. Eckert, 
Columbus, was chairman of the Monday 
afternoon program. Agents in groups of 
200 were escorted to smaller 
where sub-chairman presented the sub- 
jects and teams of two speakers each 
who told of their methods of selling life 
insurance for thrift, retirement, cash and 
income needs. 

3ert B. Boyd, production manager and 
special agent at Kansas City, was pre- 
senter at the clinic on Selling Life In- 
surance for Cash Needs. Speakers on 
this subject were Leonard Moran, Super- 


general agent at 


rooms 


ior, Wis., and Kenneth M. Snyder, 
Omaha. 
Thrift Needs’ clinic had as presenter 


M. A. Carroll, general agent at Oshkosh, 
with Henry L. Maltenfort, Chicago, and 
Roger L. Baldwin, Washington, D. C., as 
speakers. 


The team on Income Needs had A. 
J. Earling, special agent at New York 
City, as presenter, speakers being E. R. 
Young, Jackson, Mich., and Horace 
Foster, Pittsburgh, Pa. 

Victor Plummer, district agent ar 
Rockford. Ill, presented Retirement 
Needs, with L. G. Kohl, St. Louis, and 


W. D. McLain, Springfield, IIl., as speak- 


ers. 





sented Clarence D. Diller, of Van Wert, 
Ohio, who told about his work with the 
“Rural Campaign,” and Russell D. Buss, 
Centerville, Iowa, who talked on “Selling 
the One Man Business.” In the man- 
agement session, Victor C. Plummer, of 
Rockford, Ill, chairman, had as_ his 
speakers U rban H. Poindexter r, assistant 
director of agencies, discussing the “In- 
duction of New Agents,” and Lawrence 
J. Evans, agency assistant, who spoke 
on “Leaders of Men.” The latter session 
was for those interested in management 
problems, including district agents and 
supervisors and all general agents who 
chose to attend. 


Nothing New In Low 
Interest Rate Period 


SAYS ACTUARY PERCY H. EVANS 


Agents Facing Biggest and Best Market 
That Insurance Business Has Ever 


Had, He Says 


Percy H. Evans, vice-president and 
actuary, discussing interest rates among 
other things at the Northwestern Mu- 
tual meeting in Milwaukee this weck, 
said : 

“Interest rates vary along with prices 
and profits and American life insurance 
has been through periods of low inter- 
est rates before. For example, in 1887 
the Northwestern Mutual earned 5.75%; 
in 1903 the rate had fallen to 4.3%. It 
went up to 5.4% in 1922 and down to 
4.39% in 1934; and it may be lower this 
year and for several years. There is 
ground for expecting similar fluctuation 
once in every generation, but as I have 
said, there is nothing new about it and 
prospects should not be permitted to use 
it as an alibi because life insurance would 
be here even if there were no such thing 
as interest.” 

In discussing what people want most 
Mr. Evans said it was social security, 
and it is this security which life insur- 
ance companies have been selling for 
more than ninety years. In the early 
days the insurance agent was in compe- 
tition with the deepest ignorance and 
lack of education about the potential 
sources of life insurance. He had to 
bring high pressure to place a small pol- 
icy. In less than a century agents have 
built up an enormous social security es- 
tate amounting to one hundred billion 
dollars, a marvelous contribution to so- 
cial security. “We must make our pol- 
icyholders and prospects realize this,” he 
said. 

Mr. Evans thought 
out of the 
are facing 
that life 


that as we come 
depression insurance agents 
the biggest and best market 
insurance has ever had. 





NEW 


New interest basis, new rates, 
new rate book, new policies—and 
a number of new and effective 
working plans went into the hands 
of Fidelity’s field on June 1. New 
conditions have been met with new 
selling tools. 


Sharper Tools 


These changes offer men in the 
Fidelity field not only new tools 
with which to meet modern condi- 
tions, but sharper ones as well— 
Income for Life, Family Income, 
Family Maintenance and an Ad- 
justment Plan which fits today’s 
economic picture particularly well. 


Write for information on Fidel- 
ity contracts. 


| 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT Presiont 














Page 20 








K UNDERWRITER Z 







[Human Interest 
a 


man In 
ESRD Te 






July 26, 1935 








THE EASTERN 


UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 


Corporation. 
phone Beekman 3-3090. 


CLARENCE AXMAN, President-Treasurer 


Office and place of business, 94 Fulton Street, New York, N. Y. Tele- 


W. L. Hapey, Vice-President 


Guapys P. Reap, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
EpwIn N. EaceEr, Associate Editor 
C. V. Linp.ey, Assistant Editor 


JEROME PHILP, Managing Editor 
W. L. Crapp, Associate Editor 
PAUL TROTH, Assistant Editor 


A. V. Mi_Ler—Editorial Secretary 





Business Division 


W. L. Hapiey, General Manager 


Giapys P. Reap, Assistant Manager 


Leo RosENBLOOM, Special Representative 





Subscription price in the United States and possessions, $3 a year. 
$4 a year, plus tariff tax. Foreign countries $4.50 a year. 


Canadian subscriptions, 
Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 1, 1907, at the post office of New York City under the act 


of March 3, 1879 








AUTOMOBILE DEATH TOLL 

Automobile deaths are proceeding at a 
rate that doubtless will exceed the 36,- 
000 killed from this cause last year. In 
commenting on the current record the 
Fidelity & Casualty Co. uses the arrest- 
ing expression that automobiles destroy 
more than a million years of potential 
human life annually in the United States. 
The large proportion of children killed 
by automobiles is especially shocking. It 
is long since evident that ordinary traf- 
fic regulations and rules of the road 
do not meet the needs of conditions as 
they exist today on streets and high- 
ways. 

On the basis of previous age-distribu- 
tion, it is calculated that this year’s fa- 
talities will have included 1,056 children 
under five, who should have lived an 
average age of fifty-five years, a total 
of 58,080 years of potential life. 

Other have been: 3,264 
children, five to fourteen years, with an 
average of 48.72 years of life ahead of 
them, a total of 159,022 years; 6,048 per- 
sons between the ages of fifteen and 
twenty-four, with average life expectancy 
of 42.2 years, a total of 255,225 years; 
19,008 between and sixty- 
four, with average expectancy of 28.18, 


victims will 


twenty-five 


a total of 535,645 years; and 5,184 over 
sixty-five, with expectancy of 8.48, a to- 
tal of 43,960 years. 

National Safety Council 
showed 12,050 deaths during the first five 
months of the year. This was 96% as 
high as the record for the corresponding 
remaining 


reports 


period last year, when the 
seven months carried the toll to the ca- 


tastrophic figure of 36,000. 





THE COME-BACK OF THE OLDER 
AGENTS 

Evidences of change from the depres- 
sion conditions of the recent past are 
various but there is one that is especially 
heartening to life insurance agency man- 
agers Two and three 
years ago one of the great problems 


and executives. 


confronting these men—and it was an 
especially poignant one because it in- 
volved close human relationships — was 
the inability of the older agents to ad- 
just themselves to the changed condi- 
tions of depression so that these men, 
some of large writers of 
business before, could not make even a 
livelihood during the depression years. 
that new 


whom were 


A curious circumstance was 


agents brought into the business during 


the depression seemed, many of them, 
at least, to be able to make a go of it 
when their more experienced brethren 
could not. 

For some time now the reports have 
been all the other way. At a recent 
convention of a large life insurance com- 
pany it was shown that 40% of the rep- 
1esentatives who had won membership 
in the leaders’ clubs had been 
more years with the company. 

This is a change that every agency 
manager and company executive will find 
special satisfaction in. For a time much 
of the new business was being written 
by agents inducted into life insurance 
when applications were hard to get, when 
it took real digging to produce small 
They now stand to profit from 
training. Also, the older 
agents have had a rededication to their 
work and they no longer expect to pick 
applications off trees as in the flush 
period before 1929. 


ten or 


policies. 
their tough 





RED CROSS IN AUTO SAFETY 
DRIVE 

One of the forward looking develop- 
ments of the month in the safety field 
is the announcement by the American 
Red Cross, through Admiral Cary T. 
Grayson, its chairman, that a vigorous 
nationwide drive against automobile fa- 
talities will be launched sometime in the 
fall. Present plans call for a permanent 
bureau of public safety in Washington, 
D. C., to coordinate the work of contrib- 
utory organizations, and the establish- 
ment of 15,000 roadside first aid stations 
throughout the United States. Persons 
trained in first aid will man each of 
these emergency stations and in addi- 
tion to rendering assistance at the scene 
of accidents, will show moving pictures 
and give first aid talks. The coopera- 
tion of telephone company employes and 
Boy and Girl Scouts will also be en- 
listed. 

It is not difficult to visualize the bene- 
fits which will be derived from a na- 
tionwide movement of this constructive 
character, particularly when an organi- 
zation of the calibre of the American 
Red Cross unselfishly decides to lend a 
helping hand. 





William H. Harrison, vice-president and 
superintendent of agencies of the Atlan- 
tic Life, is back at his desk following 
his annual vacation which was spent at 
Virginia Beach. 








WALLACE P. HARVEY 


Wallace P. Harvey, well known in sur- 
ety circles as the one-time general coun- 
sel and vice-president of the Fidelity & 
Deposit in New York, is now living in 
Hollywood, California, but made an Eas- 
tern trip last month to attend the for- 
tieth reunion of his class at Princeton 
University. His friends along William 
Street were glad to see him. A short 
time ago Mr. Harvey’s son, William P., 
an architect, got married and is now 
honeymooning abroad. 

. & * 

Charles S. Conklin, United States man- 
ager of the Pearl Assurance Co., Ltd., 
is at present visiting the company’s Pa- 
cific Coast agents. 

* * 

A. McTavish Campbell, consulting 
manager of Manitoba branch, Canada 
Life, has been with that company sixty 
years. At one time he was branch man- 
ager of territory from Manitoba to the 
Pacific Coast. 

* * 

Sidney T. Adair, brother of Lewis C. 
Adair, resident manager at Richmond for 
the Fidelity & Casualty, has been ap- 
pointed administrative assistant to Wil- 
liam A. Smith, VERA head and works 
progress administrator for Virginia, un- 
der the new work relief program. 

* * * 


Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
Agents, was in Los Angeles last week 
attending the convention of the insur- 
ance law section of the American Bar 
Association’s annual meeting, to which 
he was a delegate. While there he was 
the guest of honor at a luncheon meet- 
ing given jointly by the Insurance Ex- 
change of Los Angeles and the Califor- 
nia Association of Insurance Agents. 


Irving C. Kick, producer for the Lon- 
don & Lancashire Indemnity in its New 
York branch office, was given the post 
of assistant treasurer at the last regular 
meeting of the Accident & Health Club 
of New York. Mr. Kick is a familiar 
figure in William Street accident and 
health circles. 

* * * 

William J. Morcom, manager at New- 
ark, N. J., for the Aetna Casualty & 
Surety and affiliated companies, who is 
on a vacation trip to the Pacific Coast, 
visited Los Angeles last week accompa- 
nied by his daughter, Doris. They spent 
Monday in that city and then motored 
north to San Francisco. They will re- 
turn East via the Pacific Northwest. They 
went to Los Angeles from the East via 
the Panama Canal. 


Kenneth Bair, chairman of the execy. 
tive committee of the National Associa. 
tion of Insurance Agents, and Mrs, Bair 
sailed from Philadelphia last week on 4 
vacation cruise to Guatemala. 


W. B. Reardon, executive vice-pregi. 
dent of the Loyalty Group, who js on 
a tour of the Pacific Coast field, spent 
several days in Los Angeles last week 
visiting a wide circle of old friends jn 
that city, where he was formerly located 
as manager of the southern California 
office of the group. 

* * 

Julian S. Myrick, manager, Mutual 
Life, New York, brought together sixteen 
teams for the annual invitation doubles 
tennis tournament which started at the 
Maidstone Club, East Hampton, N. Y 
last Saturday. Mr. Myrick is chairman 
of the Wightman Cup committee, former 
Davis Cup chairman and president of the 
U. S. Lawn Tennis Association, 

* ¢ & 


_ Frank Joseph Cahill, Jr., special as- 
sistant deputy commissioner in the New 
Jersey Department of Banking and In- 
surance, and Miss Mercy McAedle Cas- 
sidy of Jersey City, were married 
July 15 at Avon. Mr. Cahill is the son 
of Dr. and Mrs. Frank J. Cahill of 
Trenton. 

* * * 

A. N. Mitchell, vice-president and 
general manager of the Canada Life, 
completed twenty years of service with 
the company on July 1. He first joined 
the company as an assistant superin- 
tendent of agencies in 1915,°*was made 
superintendent in 1924, and two years 
later assistant general manager. On the 
death of T. G. McConkey in 1930 Mr. 
Mitchell was appointed general manager 
and also a director of the company. He 
was born in Newtonville, Ontario, gradu- 
ated from the University of Toronto in 
1900 and the following years became 
advertising manager for the Manufactur- 
ers Life of Canada. A few years later 
he was made secretary and went to the 
Federl Life of Hamilton in 1911 as as- 
sistant general manager, and only a year 
later was made general manager. 

x * x 


John A. Luhn, vice-president of the 
Fidelity & Deposit of Baltimore, accom- 
panied by his wife and daughter, ar- 
rived at Los Angeles July 13 and spent 
the following week in that city, stopping 
at the Biltmore. Mr. Luhn was one 
of the principal speakers on the pro- 
gram of the insurance law section of 
the American Bar Association meeting. 
Also, Guy LeRoy Stevick, a vice-presi- 
dent of the Fidelity & Deposit, with 
headquarters in San Francisco, attended 
the convention of the insurance law sec- 
tion at Los Angeles. A feature of the 
American Bar Association meeting, July 
15 to 19, was the maintenance of a sec- 
retarial bureau in one of the conference 
rooms by the Fidelity & Deposit Co. for 
the benefit of visiting lawyers, the bu- 
reau being directly in charge of George 
R. Babylon of the Baltimore office. 

* * * 


H. V. Godbold, head of the Richmond, 
Va., agency of H. V. Godbold & Co, 
celebrated his sixty-third birthday anni- 
versary last Saturday. At the same time 
he observed his twenty-eighth wedding 
anniversary, having been married in Wil- 
mington, N. C., July 20, 1907. He has 
been in the insurance business forty-one 
years, having started out as a policy 
clerk in the old Aaron Haas and R. E. 
Watson agency of Atlanta, now the 
Aaron Haas and Howell agency. Later 
he became general agent there for the 
Ocean. He is a native of Abbeville, 5. 


C. His only son, H. V. Godbold, Jr. 
became associated with his agency Sev 
eral years ago but is now connected with 
the claim department of the Zurich in 
Chicago. 
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Abolish the Automobile Horn, Says 
This Correspondent 

Dear “Big Bill”: 

Whenever the 

discussed in 


subject of automobile 
accidents is insurance 
groups every suggestion tossed off as a 
possible curb on the havoc to life and 
property is downed by a chorus of, “But 
you can’t do that.” What do you mean 
we can’t? We could stop every wheel 
in the country from turning; we could 
abolish the darn things. But all I want 
to abolish is the horn. It isn’t my idea 
either. Abroad they have been wise to 
the automobile horn for some time. In 
Sweden they have just passed a law pro- 
hibiting the blowing of auto horns any- 
where in that country except as a signal 
of intention to pass another car. The 
law explicitly forbids the blowing of 
horns at street and highway inter-sec- 
tions. Rome and other Italian cities have 


abolished horn blowing and in Great 
Britain horns are prohibited at_ night. 
The same regulations are in effect in 


Paris. But Paris by day is still a bedlam 
of horns. 

Agitation against the honking autoist 
is based mostly on grounds of health and 
they are plenty. No one has yet ap- 
praised the consequences of automobile 
noise on the human race. But abolishing 
the auto horn will also send the accident 
curve into a nose dive. It’s horn blow- 
ing that hypnotizes the autoist into tak- 
ing all manner of crazy chances that he 
wouldn’t take without it. He blasts his 
horn and believes he has thereby put all 
the world on the defensive. The horn 
isa hangover from the horse and buggy 
era when road and street conditions pre- 
sented an entirely different set of prob- 
lems, 

Fines for Not Giving Arm Signals 

But abolishing the auto horn is only 
half of it. My next idea is really the 
works. By common custom everywhere, 
if not by ordinance as in cities, drivers 
are supposed to give warning arm signals 
of various kinds. Everybody knows them 
and understands them when _ properly 


given. But everyone who drives knows 
that few drivers signal. My suggestion 
is this: Make signaling compulsory for 


every possible kind of situation, then en- 
courage everybody—driver or pedestrian 
—to report failure to signal to the police 
or motor bureau by simply sending the 
auto number with a brief statement of 
the incident. The driver would get in the 
mail notice of a small fine—say $2— 
which could be paid by mail. If the 
notice was ignored a summons would 
follow. Several signal fines and the 
driver would lose his license. A lot of 
work, yes; but it would be self-sustain- 
Ing at the expense of the crazy and in- 
competent driver. 

Now I know all the objections. “But 
you can’t do that!” We've got to do 
something; we can do this and a lot 
better things. Take the horn away from 


the motorist and make him signal every 
move he’s 


going to make and the insur- 
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ance companies would have a quiie dif- 
ferent loss experience. 


Pedestrians, or others around their 
homes or places of business, are con- 
stantly aware of motorists ignoring the 
common signaling requirements. Those 
not driving a car are in a better position 
to make a note of an automobile number 
than a driver who usually would have to 
stop to note the number. Besides pedes- 
trians sce more of the outrages of driv- 
ers in the settled communities than 
drivers. What we need to do is to dis- 
cipline drivers. A driver who sits in his 
car in cold weather and races his motor 
to warm it up instead of letting it idle 
quietly for a few seconds should get in 
the mail one of our little $2 fines. Also 
the pest who sits in his car at the curb 
and blows the horn to call friends to the 
door. 

Few people relish getting into a traffic 

reument but any of us would be glad 
to send in a card reporting a violation. 
The driver would have the right of ap- 
peal but he would have to present some 
evidence that he was not at the place 
cited at the time. If guilty he wouldn't 
fight for remission of $2 but he would for 
principle in a case of genuine error. The 
idea is to encourage anyone to send in 
instances of violations giving as much 
information as possible, make of car, 
license number, description of driver 
when possible, the one reporting to sign 
with name and address. This puts the 
whole population on the traffic force. 


Haven’t you at times just burned up be-’ 


cause you had no easy way to report a 
driving outrage? This would curb the 
reckless ones and take off the streets 
and roads the incompetent drivers. Many 
people have so little mechanical sense 
or aptitude that they can’t drive a nail 
yet we license them as drivers of jug- 
gernauts that crush people under their 
wheels. 

Now knock the 
something better. 


scheme but first offer 


Little Bill. 
* K 


J. Scofield Rowe’s “Tribute to 
an Old Friend” 


The current issue of “Loyalty,” agency 
paper of the Loyalty Group, carries on 
its front page a tribute to the horse writ- 
ten by J. Scofield Rowe, vice-president 
of the Metropolitan Casualty. The senti- 
ments do credit to the man who wrote 
them. The tribute follows: 

The front cover of this issue of Loy- 
alty was selected as a tribute to our old 
friend, the horse, who still stands shoul- 
der to shoulder with man, despite all 
prophecies that it is doomed to oblivion 
by the development of mechanical power 
that has speeded progress so magically. 

Ages before the dawn of written his- 
tory some prehistoric man.caught and 
subdued a wild horse, thereby finding his 
strength multiplied and his range of ac- 
tion vastly widened. 

Thereafter, tamed to’ man’s. will, 
ploughing the ground for his planting, 
harvesting his food, carrying his burdens, 
speeding his communications and facing 


death in battle, the horse through the 
years has rendered to mankind a service 
beyond computing, dumbly begging in 
return, with gentle, pleading eyes, naught 
save a little care and the plainest of ra- 
tions. 

The life-saving labor of the horse has 
always been taken by humans as a mat- 
ter of course with small thanks for the 
vital role its strength has played in man’s 
conquest of his environment. 

Here and there men of insight have, 
indeed, loved their steeds devotedly, but 
on the whole the horse has performed 
for humanity infinitely more than we are 
ever likely to appreciate. 

If, as the machine age develops, our 
friend, the horse, is used no more save as 
the companion of our sports, its fame 
will endure in the measurement of me- 
chanical power which we reckon in 
horsepower—and a good, live team is 
better than a hundred horsepower engine 
when the wheels of our cars sometimes 
leave the paved roads and sink into the 
mire of the fields. 

Old Dobbin, who watches no clock as 
he plods from dawn to dark, still is and 
always will be the indispensable helper 
of that vast army of small farmers who 
till the soil and feed the multitudes. 

In torrid summer or icy winter, in 
storm or darkest night, the sagacious and 
patient horse puts its life into man’s 
work, serving loyally and_ unselfishly 
from the time it is grown until it lays its 
tired form on Mother Earth, to rise no 
more. 

Well might we write as an epitaph for 
the race of horses, 

“Master, go on, and I will follow thee. 
To the last gasp, with truth and loyalty.” 

Surely, if “patient endurance is God- 
like,” as Longfellow sings, there should 
be an equine heaven with the tenderest 
of grasses and the gentlest of breezes to 
reward the long-suffering patience and 
loyal endurance of our ancient friend, 
the horse. 

* * * 


Out of the Fog 
The following, taken from The Wedge, 
clever little publication 
of the Batten, Durstine & Os- 
born advertising agency of New York, 
is sO apropos at the moment that it is 
with 


once-in-a-while 
3arton, 


reproduced permission as it is 
copyrighted: 

People are beginning to 
competition again. 

Did you ever wander about the coun- 
tryside in a fog? You knew about 
where you were, but the illusion per- 
sisted that you might be somewhere else. 
Then the fog lifted and everything was 
just where you knew it would be. 

Business has been that way. In a fog 
of illusion. The old landmarks seemed 
to vanish. Facts yielded to fallacy. 

One of the most pleasing of these fog- 
shrouded figments was that there wasn’t 
going to be any more competition. Then 
the Supreme Court puffed and the fog 
thinned out and there was competition 
just where it had always been—and al- 
ways will be. 

It was really more of a task to get 
rid of competition than reformers real- 
ized. There were too many variables. 
A hard worker will always keep ahead 
of a loafer. A man always wrong in his 
judgments cannot compete with one who 
is right occasionally. A dirty window 
cannot sell as much merchandise as one 
that is effectively trimmed. Those who 
are frugal have an edge on wasters. A 
salesman who makes twenty calls a day 
will do more business than one who goes 
to the ball game. Fresh eggs sell better 
than stale eggs. A reputation for hon- 
esty will attract more trade than a repu- 
tation for trickiness. 

There just isn’t any way 
such factors. 

The soul of business is competition. It 
is through competition that we have 
these wonderful new cars, 30,000-mile 
tires costing less than a tube cost a few 
years ago, marvelous improvement in 


talk about 


to control 


canned goods, well fitting clothing, low 





cost radio of superb quality, oil furnaces 
and all the triumphs of electricity in the 
most modest of homes. 

It is competition that drives men to 
great achievement, to unbelievable econ- 
omies, to inventions which promise hap- 


piness, ease and fullness of life to mil- 
lions. 
Suppose competition really could be 


controlled by edict—what would happen? 

There wouldn’t be any more improve- 
ment in cars. What would be the use? 
Improvements cost money. The auto- 
motive industry would gradually shrivel. 
Most railroads are protected from com- 
petition by law—and look at them. There 
would be no reason for maintaining the 
extraordinary efficiency of many of the 
chains, and we would return to the vary- 
ing integrity and intelligence of small 
dealers with a probable heavy increase 
of cost and loss of quality. Even the 
smartest and squarest of the indepen- 
dent dealers would have to be suppressed 
so as to give the shysters and _shift- 
less merchants an even break. So it 
would go all up and down the line 
ability frowned on, enterprise discour- 
aged, advancement checked and reputa- 
tion discounted. 


If it is admitted that competition is 
inescapable and even desirable, it must 
also be recognized that no business can 


compete successfully without advertising 

What is competition ? 

It consists in makine eoods or services 
more desirable, accessible or acceptabl« 
than those offered by others. In spite 
of demagoguery, that is all competition 


is or has been. 
Let us assume that two products are 
of equal intrinsic value. But one is with- 


out identity and “the other bears a name 
which is known and which inspires con- 
Idence. The first hasn’t a chance in 
competition with the second — and 
shouldn’t have. A sale is virtually impos- 
sible when confidence is lacking. Would 
you buy a car without knowing who made 
it? Would you buy anything unless you 
believed it to be good value ? 

To be sure, this first manufacturer 
who doesn’t believe in advertising might 
sell his product to Sears, Roebuck, who 
would ue no difficulty in passing it 
along to users. 

Why? Because Sears Roebuck have 
spent millions in advertising to win pub- 
lic confidence. But the non-advertiser 
really pays for Sears Roebuck advertis- 
ing through depending on their reputa- 
tion rather than on his own. 

Confidence is won not merely by re- 
fraining from stealing, but by giving a 
promise and keeping it. Advertising is a 
promise and the goods are the fulfillment 
of that promise. 

A product not advertised is only half 
made. It is not ready for the market. 
It lacks the essential ingredient of repu- 
tation. It is like a person without a face, 
a can without a label, a check without a 
signature. No kind of deal can make it 
salable. No illusion of government can 
protect it from competition. 

There are still a few 
quately supported by advertising and 
which depend almost entirely on the 
reputation of dealers of fabricators to 
supply the confidence necessary to as- 
sure sales. Suppose one manufacturer in 
such an industry determined to establish 
his own reputation through advertising 
The others would of course laugh at his 
foolishness, just as the first advertiser of 
soap was laughed at—or the first to ad- 
vertise shoes, steel, pickles, insulation, 
coal, shovels, brake linings, paint, cotton 
sheets, or electric light and power serv- 
ice. But in two or three years, they 
would cease laughing. For a while they 
would rage at the unfair competition of 
creating a preference through reputation. 
And then they would comprehend that 
the only way for them to stay in busi- 
ness would be to meet that competition 
by getting reputations of their own 

About that time, the 
begin to go somewhere. 

So long as competition remains, ad- 
vertising will control the rise and fall of 
individual business. For advertising is 
the source of reputation. 


industries inade- 


industry would 
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America Fore Group Reveals 


Excellent Gains Since January 


Combined Assets of Seven Companies Now Total $219,708,- 
490, Increase of $16,184,274; Policyholders’ Surplus 
Is $127,561,290 


Ernest Sturm, chairman of the boards 
of the America Fore companies, last Fri- 
day made public the business records of 
the group for the first six months of 
this year, showing a gain of $16,184,274 in 
combined assets to a total of $219,708,490, 
with securities valued at June 30 market 
prices, and a gain of $16,017,195 in com- 
bined net surplus. The surplus now is 
$111,972,475 or more than half the assets. 
The policyholders’ surplus, which in- 
cludes the capital of the seven com- 
panies, amounts to $127,561,290. The com- 
bined market value of securities in- 
creased $12,003,919 and the combined un- 
earned premium reserve showed a gain 
of $1,725,712. 

Premium income of the Continental for 
the six months amounted to $10,008,938 
and other income, including interest, 
dividends, rents and adjustments in value 
of stocks and bonds, amounted to over 
$6,000,000, making a total of $16,294,732. 


Among disbursements totaling $10,067,- 
234 were the following items: losses, 
$3,941,777; expenses, $4,652,349; increase 
in unearned premium reserve, $282,101; 
loss on sale of stocks and bonds (net), 
$16,898; cash dividends, $1,169,718, and 
increase in voluntary reserve, $4,389. 

Bonds and stock holdings of the vari- 
ous companies in the group are valued, 
on Commissioners’ Convention values, as 
follows: Continental, $68,828,015; Fidel- 
ity-Phenix, $53,341,772; Fidelity & Casu- 
alty, $29,069,826; Niagara, $19,335,866; 
American Eagle, $11,499,910; First Amer- 
ican, $3,388,362, and Maryland, $2,235,913. 

The following table shows assets val- 
ued at the June 30 market quotations, to- 
gether with the increase for six months, 
net surplus on June 30, with the six 
months’ gain, for the companies in the 
group which are the Continental, Fi- 
delity-Phenix, Niagara, American Eagle, 
First American, Maryland and Fidelity 
& Casualty: 


(All as compared with market December 31, 1934) 














Assets Increase Net Surplus Increase 
CED ieiikentans $ 79,143,536 $ 5,832,974 $ 46,738,462 $ 6,227,497 
ae a 60,922,048 4,610,275 35,456,590 5,041,593 
Me 4Gseu wens 21,621,991 1,020,041 12,632,679 1,156,404 
| See sare 13,245,488 944,733 7,688,878 982,063 
_ a Eee 4,253,571 361,908 2,078,321 258,784 
. Gettnak wanes 2,634,402 191,975 1,200,091 190,140 
a ee 37,887,451 3,222,363 6,177,451 2,160,711 
Combined ...... $219,708,489 $16,184,273 $111,972,474 $16,017,195 


The following table shows for the same 


premiums, reserves for losses, capital, 





companies the reserves for unearned and total surplus to policyholders: 

Surplus for 
Reserve for Policyholders 

Reserve for Losses and Market 
Unearned All Others Quotations 
Premiums Claims Capital June 30, 1935 
5 Serer $20,663,596 $6,867,488 $4,873,990 $51,612,452 
See 16,289,919 5,710,714 3,464,825 38,921,415 
SR gear a a 5,584,759 1,404,553 2,000,000 14,632,080 
3 ere 3,290,355 1,266,254 1,000,000 8,688,879 
ff ae 903,301 271,949 1,000,000 3,078,321 
DG: tacceiawees 357,881 76,430 1,000,000 2,200,091 
se < ae 11,768,671 17,691,330 2,250,000 8,427,451 
CHICAGO BOARD ACTIVITIES Empire State, Hanover, Fulton and 


The department of investigation of the 
Chicago Board of Underwriters has been 
enlarged and increased appropriations 
made to enable the management and of- 
ficers to bring about compliance with the 
new rules governing excess commissions 
or brokerage, made operative July 1. It 
is believed that this hearty support of 
the companies and other members of the 
board is a reliable indication that every 
class of membership is taking the rules 
seriously. 


PLAN E.U.A. FALL MEETING 
The executive committee of the Eastern 
Underwriters’ Association decided re- 
cently to hold the fall meeting of the 
E.U.A. in New York City, probably in 
September. For several years it has been 
held elsewhere. 


G. & R. IN MISS. AND LA. 

The Globe & Rutgers Fire has been 
relicensed in the states of Louisiana and 
Mississippi and has appointed Henry A. 
Steckler, Inc., New Orleans, as general 
agent covering these two states. The 
Steckler general agency is an old and 
well established institution representing 
also the Agricultural, Camden, Dixie, 








Provident Fire. 


FORMS INVESTMENT FIRM 
Allan T. Ross, formerly with the Con- 
tinental in Montreal, has formed the in- 
vestment house of A. T. Ross, Ltd. John 
C. Rogers will be the other principal of 
the new firm. 











life insurance. 





THEY ARE ALL YOUR PROSPECTS 


Many are the types of people, and diverse their 
interests, to whom life insurance has a special appeal. 


The thrifty who take pride in guiding their affairs 
expertly, appreciate the certainty of the promise con- 
tained in life insurance and the simplicity of its method. 
Those who are naturally more easy going and unmethodi- 
cal in their methods of spending find in life insurance a 
way of getting done for them what they have neither the 
talent nor the inclination to do for themselves. 


As far apart economically as the business man and 
the clerk in his office; the engineer who builds a famous 
structure and the workman who follows his instructions; 
the manager of a great national enterprise and the man 
behind the counter—are the clients of the salesman of 


Prospecting has no terrors for the agent, who regard- 
less of the economic situation, never loses sight of the 
fact that everyone who has enough income to live on can 
be and should be a buyer of life insurance and annuities. 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 




















Lower Rate for Fire- 
Proof Risks in Phila. 


RATING BUREAU RECLASSIFIES 





Building Lines Which Have Proven 
Profitable Given Benefit of Decreases 
Averaging 50% 





A reclassification of fire-proof risks in 
Philadelphia and suburban territory is 
being completed by the middle depart- 
ment rating bureau which is designed to 
lower the rates on those risks which 
have proven profitable to the companies 
in recent years. Starting with public and 
parochial schools and theatres, the work 


has also embraced office buildings and 
banks and, to some extent, department 
stores. 

As a result of this reclassification, rate 
decreases averaging 50% have already 
been made on these classes of fire-proof 
risks in Philadelphia and vicinity. The 
rate decreases, which apply both to 





J. A. Kesey, President 


PREMIUM RESERVE 

OTHER LIABILITIES ° 
CCNTINGENCY RESERVE 
NET SURPLUS . ° ° ° 





TOTAL ASSETS... 
Bonds. & Stocks valued on New York I 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


C. L. Henry, Secretary 


Statement December 31st, 1934 
CAPITAL . ‘ é 


° . e $1,500,000.00 

° e 1,351,369.36 

° e 212,275.00 

° ° e . 23,282.17 
. ° . ° 2,587,232.01 
° e . 5,674,158.54 

Dep Basis. Securities carried 





at $60,688.08 in the above are d 




















in i States as required by law. 





buildings and contents, will have a mate- 
rial effect in halting mutual inroads on 
this business, it is felt. 

Underwriters in Philadelphia assert 

that the rate decreases on the profitable 
fireproofed risks were only natural and 
point out that for years the profitable 
lines have been paying for the losses in- 
curred by the bad risks. They declare 
that the rates on many of the non-fire- 
proof risks should be even still higher. 
Past experience shows that a rate to 
enable the companies to break even on 
unprofitable business lines in Philadel- 
phia would be two or three times the 
present one, which is rather high. How- 
ever, a rate of this magnitude would be 
far too expensive for many small man1- 
facturers and firms to pay. 
_ It is hoped that through the reclassi- 
fication of the fire-proof risks and the 
study of past loss experience, that the 
Middle Department Rating Bureau will 
be able to effect a premium scale which 
will force the bad risks to bear the entire 
share of their unfavorable loss ratio. 





GARVER KILLED BY LIGHTNING 


Paul K. Garver of Mount Lebanon, 
Pa., special agent of the fire companies 
in the America Fore group for Allegheny 
County, Pa., was killed by lightning on 
Monday of last week while playing golf 
at a country club. He had just finished a 
stroke when a bolt of lightning struck 
his steel golf club and traveled through 
his body. He was 40 years of age an 
had been with the America Fore com- 
panies as special agent since February, 
1929. 





SAILING FOR EUROPE AUG. 3 

Victor Roth, president of the Security 
of New Haven; Walter D. Williams ot 
Rockford, Ill., vice-president and West- 
ern manager of the company, and Mr. 
Williams’ sister, Miss Williams, are sail 
ing on the Europa on August 3 for 4 
tour of Germany and Switzerland. 








Colo 
manag 
Compa 
ing th 
risks ¢ 
Owner 
nounc¢ 
is bein 
ard fo: 
in diff 
instruc 

The 
entered 
fire inst 
is to ¢ 
all insu 
gage lo 
insuran’ 
mortgas 
posed I 
agent \ 

Enck 
submitt 
newal 
your ag 
associat 


newed. 


In ¢ 
please 

(1) 
printed 
space |] 
cate, 
compan 
ber of 
membet 
your oO 





MI 


June 


Adn 


The 
tinues 
by its 
stantiz 
surplu 

For 
increa 
$174,1. 
ium re 
in sur 
writin 
ment | 
have | 
compa 
$2,590, 

Los: 
favora 


ON 

Ern 
of th 
Mrs. | 
dent « 
were ; 
di Sa 
Medit 


CHA 


The 
transf 
specia 
sendir 
office 
in the 








ly 26, 193; 


DUS 
ns; 
lan 


the 
an 
es. 











antennae 
ye a mate- 
nroads on 


ia assert 
profitable 
tural and 
profitable 
losses in- 
y declare 
non-fire- 
ll higher. 
1 rate to 
even on 
Philadel- 
times the 
sh. How- 
would be 
all manu- 


reclassi- 
and the 
that the 
reau will 
ile which 
he entire 
ratio. 


TNING 
Lebanon, 
ompanies 
legheny 
tning on 
ying golf 
nished a 
¢ struck 
through 
age and 
re com- 
‘ebruary, 


UG. 3 
Security 
liams of 





July 26, 1935 





Page 23 








H.O.L.C. Distributes to Agents 


Instruction Form On Insurance 


Colonel Joseph Button, secretary and 
manager at Washington for the Stock 
Company Association which is supervis- 
ing the placing of stock insurance on 
risks owned or financed by the Home 
Owners’ Loan Corporation, has an- 
nounced that an agents’ instruction form 
is being distributed. This will be stand- 
ard for all the field office of the H.O.L to 
in different parts of the country. The 
instruction form follows: 

The Home Owners’ Loan 
entered into an agreement with a group of stock 
the purpose of which 


Corporation has 


fire insurance companies, 
is to automatically 
all insurance written in connection with mort- 
gage loans granted in all cases where adequate 
and paid for by the 


cover the corporation for 


insurance is not previded 
mortgagor. It is expected that under the pro- 
posed plan this business will be saved for the 
agent who originally wrote the lines. 

Enclosed please find copy of an application 
submitted by the H.O.L.C. covering the re- 
newal of a policy previously through 
your agency, together with the certificate of this 
which the line should be re- 


written 


association on 
newed. 
Set of Instructions 

In completing and executing this certificate 
please observe the following instructions: , 
(1) Insert the name of one of the companies 
printed on the back of this certificate in the 
space provided in the first line of the certifi- 
cate. You may either use the name of the 
company previously on the line if it is a mem- 
some other 
which may be in 
represent any of 


ber of this association, or select 
member of the 


your office. If you do not 


association 


MILLERS NATIONAL AHEAD 


June 30 Statement Shows Increases in 
Admitted Assets, Cash Surplus and 
Premium Reserve 
The Millers National of Chicago, con- 
tinues to progress steadily, as evidenced 
by its June 30 statement showing sub- 
stantial increases in admitted assets, cash 

surplus and premium reserve. 

For the first six months of this year 
increases of $338,867 in admitted assets, 
$174,139 in surplus, and $142,411 in prem- 
ium reserve are reported. The increase 
in surplus is made up of a net under- 
writing profit of $78,093 and an invest- 
ment profit of $93,645. Premiums written 
have increased $172,441. Surplus of the 


company as of June 30 is shown as 
$2,590,051. 
Loss ratio on an incurred basis was 


favorably reported as 31.99%. 





ON MEDITERRANEAN CRUISE 


Ernest Sturm, chairman of the board 
of the America Fore companies and 
Mrs. Sturm, also Sumner Ballard, presi- 
dent of the International Insurance Co. 
were among the passengers on the Conte 
di Savoia which left Tuesday for the 
Mediterranean. 


CHANGE SOUTHERN SPECIALS 


The America Fore Companies have 
transferred Louis A. Nelson, Mississippi 
special agent, from Jackson to Dallas, 
sending J. B. Chapman of the Dallas 
office to Jackson to succeed Mr. Nelson 
in the supervision of the Mississippi field. 





CHICAGO 


listed on the 
to the re- 


the companies or underwriters 
certificate please return this order 
gional office of the S. C. A. 

(2) Insert the amount of coverage, rate and 
premium in the proper block at the head of 
the certificate. Use two or more lines if addi- 
tional classes of coverage are written, 

(3) Attach the proper form to the center 
of the certificate. 

(4) Execute the certificate by signing in the 
lower left hand corner and give the street ad- 
dress of your agency, if any. 

(5) Designate the fire classification in the 
space provided by checking the initials. BP for 
brick protected; BU for brick unprotected; FP 
for frame protected and FU for frame unpro- 
tected. 

(6) Retain the last copy of the certificate, 
together with the application for your own files. 
Return the remaining five copies with the self- 
addressed envelope through the stamping office, 
if any, and if not return the five copies of the 
certificate in the self-addressed envelope to the 
regional office of this association. 

(7) Do not under any circumstances include 
the premium in your account to your compa- 
nies, The association will make collection of 
the premium from the H.O.L.C. and attend to 
all the accounting detail in connection therewith. 

(8) Under the agreement with the H.O.L.C. 
it has been arranged to pay the agency com- 
mission at one-half the customary rate. The 
association will you a check for your 
commission its Washington office. 


send 


direct from 


SKYSCRAPER FIRE UPTOWN N. Y. 





Daily Newspapers Play Up 48th Floor 
Blaze in General Electric Bldg.; Com- 
pany Insures With Arkwright Mutual 


A forty-eighth floor fire in the Gen- 
eral Electric Building, 570 Lexington 
Avenue, New York, on Monday made 
the front pages of the dailies this week 
and aroused no little interest in insur- 
ance circles due to the comparative in- 
frequency of fires so high up in office 
buildings. It was caused by a short cir- 
cuit in the freight elevator, which had 
been out of commission most of the day; 
did about $50,000 damage, and drove 2,000 
tenants from their offices to the street 
Gerald Bayard Swope, 
No one was 


below including 
president of the company. 
injured, 

The General Electric Co. carries fire 
insurance on this building in the Ark- 
wright Mutual Fire of Boston. The in- 
surance loss is not yet known. 

The daily newspapers played up the 
fact that firemen had to walk up twenty- 
eight floors, carrying heavy hose, when 
passenger elevators failed them at the 
twenty-second floor. This was because 
the heat from the neighboring freight 
elevator shaft was so great as to expand 
the safety blocks. Once the firemen got 
at the blaze in the freight elevator shaft 
it took them no time to put it out. 
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MECHANICS AND TRADERS 
INSURANCE COMPANY 
HARTFORD 
CAPITAL $ 1,000,000 











NATIONAL FIRE 





SURPLUS AVAILABLE FOR PROTECTION OF POLICYHOLDERS 
From Annual Statements, December 31, 1934 


FRANKLIN NATIONAL 
MECHANICS AND TRADERS 
TRANSCONTINENTAL 





$ 20,697,494.34 
2,411,451.51 
3,017,186.03 
2,676,750.63 








Waiver of Proof of Loss 
By Adjuster Sustained 


The West Virginia Supreme Court of 
Appeals in an action by H. B. Fitzsim- 
mons against the Alliance Fire of Phila- 
delphia, 175 S. E. 62, to recover on a fire 
policy for the loss of a truck, holds that 
when a fire insurance company calls for 
and accepts from an insured, without ob- 
jection, an insurance statement of a loss, 
and so conducts itself with the insured 
when investigating the loss as to induce 
his reasonable belief that it is satisfied 
with the statement and does not desire 
formal proof of loss, such formality will 
be treated as waived. 

In this case the company’s special 
agent and adjuster interviewed plaintiff 
and questioned him at length about the 
accident, his business and his finances, 
and what the truck cost and its value 
when burned. He then stated to plain- 
tiff that under the policy the company 
had sixty days after the loss in which 
to determine its cqurse, that the sixty 
days’ period was about up and when it 
expired the loss would either be paid 
or contested. It was held that on this 
assurance it was reasonable for plaintiff 
to conclude that he had done all re- 
quired of him, and had only to await the 
final decision of the company. 


Retiring Phoenix Official Elected 
Director of L. G. & A. 


The directors of the Phoenix Assur- 
ance, London, announce with great re- 
gret the retirement of A. T. Winter, 
deputy general manager and they place 
on record their high appreciation of his 
services. They further announce that the 
directors of the London Guarantee & 
Accident have elected Mr. Winter to a 
seat on the board. 








Every Eleventh Home 
Financed by H.O.L.C. 


One out of every eleven owner-oc- 
cupied urban homes in the country has 
been placed under mortgage to the Home 
Owners’ Loan Corporation in the last 
two years. The total of 874,254 homes, 
on which the corporation had made 
financing loans up to. June 13, is practic- 
ally equal to the entire number of dwell- 
ings occupied by their owners in Greater 


New York City, Chicago, Boston, Pitts- 
burgh, New Orleans and Los Angeles 
combined. 


The H.O.L.C. loans made to June 13 
totaled $2,638,396,313 in amount, equiva- 
lent to one seventh of the entire esti- 
mated urban home mortgage indebted- 
ness in the United States. The largest 
number of individual loans in any one 
state, 83,710, was closed in Ohio, where 
the number of applications was greatest. 
However, the largest dollar volume was 
in the state of New York, where 65,887 
loans amounted to $339,690,234. 





TO FORM BOARD AT NATCHEZ 
Initial efforts of the recently elected 
board of directors of the Mississippi As- 
sociation of Insurance Agents will con- 
sist in an effort to organize the fifth 
regional district of the state, the largest 
towns in this section being Jackson, 
Vicksburg, Natchez, Brookhaven, Mag- 
nolia and McComb, and to aid the 
Natchez agents in the formation of a 
local board. No board has ever existed 
there. 
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Outlines Growth of 
Insurance in Far West 


FIRST AGENCY OPENED IN 1852 


Commissioner Saiiean Also Describes 
Expansion of Fire Facilities Since 
San Francisco Fire 


A brief sketch of the development of 
fire insurance in the far west was made 
by William A. Sullivan, Insurance Com- 
missioner of the State of Washington, in 
his talk on “Western Insurance” which 
he gave before the annual 
meeting of the National Convention of 
Insurance Commissioners at Seattle, 
Wash. The beginnings of insurance in 
the West date back to the gold rush of 
1849 and the rapid of San 
Francisco. Continuing Commissioner Sul- 


recently 


expansion 


livan said: 

To insurance, this new world offered 
definite attractions. The hazards of the 
long voyage around Cape Horn to both 
ship and cargo created a great demand 
for insurance protection. This demand 





DPRITIGFIEL esige 


It is quite generally predicted 
that there is likely to be con- 








was met partly through established Eng- 
lish and eastern insurers, and partly 
through private insurance of shipments 
through endorsement of bills of lading 
by banks and express companies. Haz- 
ards existed ashore as well, and all too 
frequent fires swept the sprawling frame 
crates that housed the business and life 
of San Francisco. The city badly needed 
two things: Fire prevention, and fire in- 
surance. Some measure of the first was 
had through the organization of volun- 
teer fire departments. The second made 
its first appearance of importance when 
in 1852 one J. P. Haven opened a gen- 
eral fire insurance agency for the Liver- 
pool & London. In the next three or 
four years many other eastern and Eng- 
lish companies entered the field. 


West Cut Off from the East 


However, peculiar difficulties attended 
the doing of business by companies 
whose home offices were located on the 
Atlantic seaboard. Correspondence be- 
tween the two coasts took months for 
the round trip, and often by the time the 
application reached the company, the 
building proposed to be covered would 
be already in ashes. Likewise, if one 
through some good fortune managed to 
have insurance at the time of the fire, 


the same obstacle of distance often de- 
layed payment of the loss to the point 
where most of the benefits of coverage 
were lost. 

This condition encouraged, and even 
demanded the organization of domestic 
fire insurance companies. Their officers 
could write the coverage, help fight the 
fire, and pay the loss, all within the same 
few days if necessary. In 1852, the Cali- 
fornia Mutual was started, and the fol- 
lowing ten years saw the founding of a 
half-dozen other domestic companies, 
some of which are now in existence. 
Eight years after the gold rush fire 
premiums in San Francisco alone had 
mounted to over $145,000. annually. From 
San Francisco insurance spread up and 
down the Coast and into the interior, 
and the next few decades saw the or- 
ganization of domestic fire companies all 
over the West. As early as 1857 a fire 
underwriters board, which is a forerun- 
ner of the present board, was set up, and 
altogether, western fire insurance got off 
to a flying start. 

Situation As It Is Today 


From historical considerations, let me 
now turn to the modern scene, to insur- 
ance of the West as it is today. 


Since most of the historical material 
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siderable agitation in industry 
throughout the country. If 
strikes materialize, rates on 


RIOT 


AND CIVIL COMMOTION 


INSURANCE 


will be tripled in the affected 
industries or areas. Sell your 
clients Riot and Civil Commo- 
tion Insurance while normal 


rates prevail. 


The “Spring- 


field Group” and its fieldmen 
can help you sell the coverage. 
Ask for our cooperation. 


Chartered 1849 





THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 


"SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Cash Capital, $5,000,000.00 





SPRINGFIELD, MASSACHUSETTS 


GEORGE G. BULKLEY, President 


Flasding & Lininger, Mgrs, Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr., Montreal 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigan 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 





that I have already commented upon 
deals with the beginnings of western fire 
insurance, I propose now to discuss the 
same topic in its modern aspects. 

There are domiciled at this time in the 
West about seventeen major fire insyr- 
ance companies, eight in California, three 
in Washington, two in Colorado, two in 
Utah, and one each in Oregon and Mop. 
tana. The first of these companies was 
organized in 1861, the latest in 1928. The 
average age is thirty-five years. They 
had combined assets in 1934 of approxi- 
mately sixty-five millions, and durine 
the same year wrote premiums of close 
to thirty millions of dollars. Several of 
them do business of national scope, and 
most are qualified in states east of the 
Rockies. In addition to business written 
by major companies, about five million 4 
year in premiums and assessments js 
transacted in the western states by local 
farm mutuals. 

The story of western fire insurance 
from the beginning of the present cen- 
tury is largely one of steady progress, It 
is a strange fact that the great San 
Francisco fire of 1906 should have pro- 
duced a reaction favorable to the growth 
of local companies. Western fire com- 
panies suffered heavily in that g-eat dis- 
aster, and a number of them were liter- 
ally destroyed, their losses amounting to 


several times their total assets. A few 
failed to recover, while others levied 
heavy assessments upon stockholders, 


amounting to several times the original 
investment, and settl d with their policy- 
holders. Eastern and English companies 
suffered as well, and among them a few 
were forever wiped out. Likewise, others 
assessed and paid, and shared with local 
insurers the increased public regard that 
followed this most outstanding service to 
the integrity of insurance. 

The great fire resulted also in the 
withdrawal of a number of non-domestic 
companies from western territory, which 
increased the opportunities of those re- 
maining. Beginning with about 1909, the 
gap that had for many years existed be- 
tween the premium volume of local com- 
panies and that of all companies doing 
business in the West has been gradually 
growing more narrow, noticeably large 
gains having been made in the World 
War period. By 1929, at the peak of the 
rise they were writing up to 33-1/3% of 
business written by non-domestic insur- 
ers, or approximately 25% of all prem- 
iums. Recuperation from levels of the 
depression began during 1932, and today, 
while they do not enjoy the same high 
relative position that obtained in 1929, 
the trend indicates that western fire in- 
surance companies in general are making 
rapid recovery, and that if the trend in- 
dicated by the figures for 1934 continues, 
western risks will be written in western 
companies in increasing relative propor- 
tions. 

Among its fire insurance companies 
the West can offer a number whose 
records of accomplishment and stability 
are nationally recognized. It further has 
the distinction of producing a company, 
domesticated in my own State of Wash- 
ington, that ranks as the largest mutual 
fire insurance company in the United 
States. I regret that I cannot present to 
you the histories and names of individual 
companies. Such is not possible in the 
time allotted me, and in complete fair- 
ness I cannot talk of one and not all. 

Somewhat allied to fire insurance 1s 
casualty, and auto. The West has a num- 
ber of rapidly growing companies intet- 
ested solely in auto coverages. Their 
progress has been splendid, and while 
they cannot, in general, match the rec- 
ord of our fire companies, their trend is 
also up. In my own state, last year, 
western companies wrote almost 25% of 
all auto business. The general western 
average will not produce as favorable a 
figure. 





Three Mississippi local agencies re- 
tired from business last week. They are 
the Jackson Co., Jackson, Miss.; Milo 
Insurance Agency, Laurel, and Property 
Service, Inc., Gulfport. 
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others +Securities carried in the above statements are deposited for purposes required by law, Continental, $796,693.30; Fidelity-Phenix, $680,590.50; Niagara, $405,158.00; American 
—_ Eagle, $45,193.50; First American, $258,586.50; Maryland. $245,657.00; Fidelity & Casualty, $1, 654, 022.15. 
rd that 
vice > 
the STRENGTH 
which 
09, ae Diversified selected investments in leading American industries. 
= Reserves to meet every obligation in full, leaving large policyholders surplus 
doing in excess of all obligations. 
dually 
—_ 
Worl 
f th 
39% 0 SERVICE 
insur- 
prem- 
of = Experienced agents to protect capably the interests of assureds. 
high Conservative underwriters to protect the interest of assureds. 
By Adequate inspection service. 
— An expense ratio that conserves assured’s premium dollar. 
n p 
tinues, Expert adjusters, assuring competent and equitable adjustment of losses. 
a Payment of all honest claims in full. 
panies 
whose 
= CHARACTER 
er has 
ipany, 
ioe Famous for fair dealing. 
Jnited Has commanded confidence of insuring public for over 80 years. 
oo ieal Losses paid since organization $983,107,313.71. 
in. the 
. fair- e . u . 1 . 
all. For over eighty years companies of the ‘America Fore" Group have issued contracts of 
‘aut insurance and have met their obligations in full to millions of "America Fore" policyholders. 
Thei "America Fore" insurance contracts are safeguarded by abundant liquid assets invested in care- 
= fully selected American industries and well diversified to assure protection for their policyholders. 
re They may be depended upon when the unexpected happens. . . . . . . 
% of 
ei 
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Court Upholds Cancellation By 
Return of Policies By Broker 


In eight actions by the La France 
Workshop Lampshade Co. against the 
Buffalo Ins. Co., the Fire Association of 
Philadelphia, the Insurance Co. of North 
America, the Jefferson Fire, the Lum- 
bermen’s, the Ohio Farmers’, the Penn- 
sylvania Fire and the Southern Fire on 
fire policies, each for $5,000, except those 
of the Buffalo and Ohio Farmers’, which 
were for $3,750 each and that of the 
Southern for $2,500, the plaintiff appeal- 
ed from the trial court’s denial of mo- 
tions to take off nonsuits. 

A partner of Lare & Co., the insurance 
broker which had always acted in that 
capacity for La France & Co., testified 
that in placing the plaintiff’s fire, auto- 
mobile and compensation insurance he 
selected the insurance companies, ne- 
votiated with them for amounts of insur- 
ance, and prepared the form specifying 
the coverage, etc. On receiving notices 
of cancellation, if unable to convince the 
company to stay on the risk, he replaced 
the policy and returned the old one. 

This routine he followed in connection 
with the policies in suit, in addition rec- 
ommending that plaintiff make improve- 
ments to the buildings for the purpose 
of obtaining a lower rate. He placed the 
policies, received them and held them 
“for a correction of the rate.” The pol- 
icies were held in violation awaiting rate 
approval by the rate bureau. 

Broker Suggested Cancellation 

The policies were written by William 
C. O'Neill & Sons, writing agents, with 
whom Lare & Co. maintained a credit 
account. Lare & Co. maintained a run- 
ning account with the plaintiff. The writ- 
ing agents demanded payment of the 
premiums, and Lare & Co. put off pay- 
ment until finally they informed the 
agents that if they had not received from 


plaintiff moneys by February 20, 1931, 
they would either pay the premium or 
return the policies. Not receiving pay- 
ment of premiums from plaintiff, the 
broker on February 21, 1931, returned 
the policies to the writing agents for 
cancellation. 

The Pennsylvania Supreme Court, af- 
firming the denial of the motions to take 
off nonsuit, 178 Atl. 1, said that the evi- 
dence clearly showed that Lare & Co. 
was plaintiff's general agent within the 
accepted definition of that.relationship. 

The court rejected plaintiff's conten- 
tion that as the policy required five days’ 
notice of a cancellation by the com- 
pany, and as no notice was given by the 
companies direct to the plaintiff, the 
policies were nevertheless in force. It 
held that, for the purposes of this in- 
surance, plaintiff and Lare & Co. were 
one; the authority conferred on Lare & 
Co. so far as the insurance companies 
were concerned with it, was sufficient to 
justify the companies in continuing to 
deal with the broker by accepting the 
policies from him for cancellation for 
want of payment of premiums. 

But, the court added, properly con- 
sidered, the action of the companies was 
not under the cancellation clause. The 
parties were competent to cancel their 
contract by agreement at any time. In- 
deed, there was a provision in the pol- 
icies on the subject permitting cancella- 
tion at any time at the insured’s request. 

Assuming that these policies were in 
force so long as the writing agents were 
willing to extend credit to Lare they 
were entitled to withdraw the credit on 
reasonable notice. Here Lare, after sev- 
eral notices that credit would be with- 
drawn, himself fixed the period at which 
he would surrender the policies, if not 
then paid for. 





Agents and Brokers Pass 
Examinations for Licenses 


Eight out of twelve candidates for 
brokers’ licenses and thirteen out of 
forty-two applicants for agents’ certifi- 
cates of authority passed the New York 
State qualification examinations recently 
held in Buffalo, Rochester and Syracuse. 
The names of the successful candidates 
follow $ 

Pass Brokers’ Test 
39 Buffalo St., Gowanda. N. Y. 
Seneca St., Buffalo, 


Axel Tohnson 
Edward C. Kluge, 2261 
NY 


Zdmund R. Lipowicz, 760 Fillmore Ave., Buf- 


Noxsel, 110 Pearl St., Buffalo, 


Frank H. Stith, 1131 Marine Trust Bldg., 
suffalo, N. Y 

Stuart FE. Hosler, 402 Syracuse 
cuse, N. Y 


Augustus J. Schavz, Room 819, 
Block, Syracuse, N. Y 


Bidg., Syra- 


University 


Walter R. Stevens, c/o A. J. Reibling & Son 
Co., Inc., 10°4 Lincoln-Alliance Bank Bldg., 
Rochester, N 2 

Get Agents’ Certificates 

Herman G. Boltz, Porterville, N. Y. 

William H. Robinson, 1100 Main St., Buffalo, 
we ae 


(Continued on Page 33) 


MAUS & OKUN ANNIVERSARY 

The insurance agency of Maus & 
Okun, Inc., 151 Montague Street, Brook- 
lyn, will celebrate its second anniversary 
next week, July 28 being the actual 
birthday. 

A. A. Maus is president and manager, 
William H. Okun treasurer and Gabriel 
Scarano secretary of this organization 
which has already grown to far larger 
proportions than its age might suggest. 
Prior to launching the agency Mr. Maus 
was associated with Barto & Wood for 
three and a half vears. and before that 
was with the Fidelity-Phenix for seven 


years. His associates have also had con- 
siderable experience in the local field. 
Charles Schloen is the agency’s New 


York representative. 





DAVID BENECHE DEAD 

David Beneche, for many years with 
A. J. Corsa & Son as solicitor, died July 
13 after a long illness. He suffered a 
stroke about nineteen months ago, and 
for the last several months was confined 
to a veterans’ hospital, where he died. 
Mr. Beneche, who was well known 
throughout the New York insurance dis- 
trict. is survived by his widow and three 
children. 





Mainly Personal 





Alex Goldberger, president of the Ful- 
ton Fire Agency, Inc., 215 Montague 
Street, Brooklyn, has been devoting 
much of his time this summer to camp 
activities on behalf of needy youngsters. 
In addition to being president of the 
Third Kings’ Masonic Camp Fund, an 
organization devoted to sending under- 
privileged children to summer camp, he 
is director and organizer of the Metro- 
politan Jewish Center’s Camp “Wel- 
met,” a non-profit camp, being conducted 
as an adjunct of the Jewish Welfare 
Board, Y. M. H. A. organizations’ and 
community centers in the metropolitan 
area. He is also a director of Camp Sus- 
sex, an organization that annually sends 
more than 1,200 undernourished, under- 
privileged children to summer camp. 

Besides giving attention to his insur- 
ance agency, Mr. Goldberger is inter- 
ested in other activities besides those 
mentioned. He is a director of the Jew- 
ish Community House of Bensonhurst, 
secretary of Amos Lodge F. & A. M. (of 
which he is a past Master) and finds 
time to function as chairman of the 
grievance committee of the Brooklyn In- 
surance Brokers Association. 

His associate, Irving C. Grossman, sec- 
retary of the agency, who is also 
somewhat of a human dynamo, is won- 
dering how Mr. Goldberger expects to 
find time for golf, in view of his various 
other activities. 

* « 

Miss Sylvia Gray, secretary to her 
brother, Joseph G. Gray of the Gray- 
Schiff Co., Inc., 80 John Street, is dis- 
playing a handsome engagement ring. 
She is to be married to Philip Kozin on 
August 25. 

* * * 

Colonel Julian I. Marks, Q. M. Res., 
of Flushing (known in the insurance dis- 
trict as vice-president of the H. C. Hauth 
Co., Inc., insurance brokers of 80 Maiden 
Lane) is camp executive of the Quarter- 
master Reserve Officers’ Camp of In- 
struction at Fort Hancock, N. J. With a 
staff of experienced officers who also 
saw service abroad during the World 
War, he will instruct the younger Quar- 
termaster Reserve Officers in the rudi- 
ments of Army service and supply. 
Working with actual field problems, the 
younger officers are gaining knowledge 
and experience that will prove invalu- 
able to them—to the older officers it 
brings back memories of days gone by. 

Colonel Marks is known to be one of 
the most able officers in the Officers’ 
Reserve Corps. He has attended every 
school of instruction available to officers 
of the regular army. His wide knowl- 
edge and experience has made him 
known from coast to coast in every army 
post and station. And in Flushing, L. L, 
he is well known because of his active 
interest in civic affairs. 

* * * 

Joseph L. Shapiro, insurance broker of 
116 John Street, is now being greeted 
by his friends as “Commodore.” The 
fact that he is now the owner of a new 
yacht explains the salutation. 

* * * 

Henry C. Blaetz, manager of the Home 
of New York’s Brooklyn office, returned 
to the Street last week after an absence 
of ten weeks due to illness. 

* * * 

Frank A. Byrnes, well known insur- 
ance agent of Jersey City, member of the 
firm of Meyer & Klein, sailed July 19 for 
England on the Majestic for a month’s 
trip abroad. He was accompanied by 
Mrs. Byrnes. Mr. Byrnes was born in 
London. Upon his arrival in the United 
States he associated himsclf with the 
Sun of London. He left that, connection 
and joined Meyer & Klein. 

His many friends from his home town 
of Ridgewood and members of the 
Kiwanis Club of Jersey City were pres- 
ent to wish him and Mrs. Byrnes a pleas- 
ant trip. The insurance fraternity was 
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Leith Agency, Brooklyn, 
Gets Two More Companies 


The Leith Agency, Inc., 142 Montague 
Street, has been appointed Brooklyn 
agent for the United Firemen’s of the 
Phoenix of London group, and Long 
Island head suburban agent for the Proy- 
idence Washington. The agency also 
represents the Anchor, affiliate of the 
latter company, as Brooklyn agent. Other 
companies represented include the Equit- 
able Fire & Marine, Dubuque Fire & 
Marine, Netherlands and Provident Fire. 

The agency has been established for 
many years in Brooklyn. Nicholas Leith 
is president and treasurer and August 
J. Hornbostel secretary. An affiliated 
office in Manhattan, the Darby-Leith 
Aeeney, Inc., at 102 Maiden Lane, is 
New York City representative of the 
Netherlands. 


ANDREWS & EVANS ADD HALIFAX 

Andrews & Evans, 149 Pierrepont 
Street, Brooklyn, have added the Hali- 
fax Fire Insurance Co. to the impressive 
list of companies which they already rep- 
resent. Their fleet includes the Aetna 
Fire, Insurance Co. of North America, 
North British & Mercantile, Norwich 
Union Fire, Pennsylvania Fire, British & 
Foreign, United Firemen’s and the Cen- 
tury Indemnity. 

seing a member of the Home of New 
York group, the Halifax Fire will en- 
large the already almost limitless writing 
capacity of this prominent agency. 





A. F. MEZEY APPOINTED 


Brooklyn Agency Adds Standard of New 
York for Automobile Fire and 
Theft Lines 
The A. F. Mezey Agency, 16 Court 
Street, Brooklyn, announced its acquisi- 
tion of the automobile representation of 
the Standard of New York. This agen- 
cy, established little over a year ago, 
also represents the Pearl for automobile 
lines, as well as for Brooklyn and subur- 
ban fire, and the United States Fire for 

3rooklyn and suburban. 

Alexander F. Mezey is the owner and 
active head of this agency. It will be 
recalled that he was recently admitted to 
the bar, having studied law at night in 
the belief that a proper legal knowledge 
would be a valuable adjunct to his in- 
surance experience. 





TO ATTEND AGENTS’ MEETING 

A. J. Smith, G. W. Kern and E. Stan- 
ley Jarvis have been named delegates 
to the annual convention of the National 
Association of Insurance Agents at 
Rochester, N. Y., this September to rep- 
resent the Association of Local Agents 
of the City of New York. 





represented by R. A. MacDonald of the 
Fire Association; Joseph Chappell and 
George Spalt of the Meyer & Klein 
office; Duncan Morrison of the Niagara 
Insurance Co.; Frank Finlay of the 
I.ondon Assurance, and Mr. and Mrs 
Frank A. Byrnes, Jr. 
* * + 
W. Tilden Evans of Andrews & Evans, 
3rooklyn agents, celebrated his twenty- 
fifth wedding anniversary Tuesday. 
* * x 
Clifford L. Beardsley, assistant to Vice- 
President Herbert E. Maxson in the 
metropolitan department of the America 
Fore companies, was apparently im- 


pressed by his chief’s recent sojourn in 
Europe to the extent that he decided 
to spend his own vacation abroad. He 
is now touring the British Isles, having 
sailed from here July 13. 
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FAITHFUL PERFORMANCE 


Tes bose bas rendered to manlind’ Secon Ntihdh aakibiaia (Anas SEMA CAG Saed Sis tecdl carylag his bendons. 
speeding his communications and fachag Gaal: Bie Ratiiae. Seienty BEguies 25 bette: wae Vente. pleading eyes. naught save « 


little care and the plainest of rations. 


Surely, if “patient endurance is’ Godlike,” there must be an equine heaven with tender grass and gentle broesos to reward the 
long suffering patience and loyal endurance of our ancient friend, the horse. _ ? 








LOYALTY GROUP 





Firemen’s Insurance Company of Newark, New Jersey, organized 1855 | Milwaukee Mechanics’ Insurance Company organized 1852 
1 - 866 


The Girard Fire & Marine Insurance Company 


3 | National-Ben Franklin Fire Insurance Company 


The Mechanics Insurance Company of Philadelphia ‘© 1854] The Concordia Fire Insurance Company of Milwaukee 


Superior Fire Insurance Company 


«1871 | The Capital Fire Insurance Company 


volitan Casualty Insurance Company of New York ‘‘ 1874] Commercial Casualty Insurance Company 





WESTERN DEPARTMENT 
844 Rush Street, Chicago, Illinois 
CANADIAN DEPARTMENT 
461 Bay Street, Toronto, Canada 


PACIFIC DEPARTMENT 
EASTERN DEPARTMENT 220 Bush Street, San Francisco, Cal. 


‘ 10 Park Place SOUTH-WESTERN DEPT. 
ewark, New Jersey 912 Commerce Street, Dallas, Texas 
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Stock Insurance and 
Mutual Saving's Banks 


PROTECTION OF TRUST FUNDS 
C. W. Pierce Tells Bank’s Finance Com- 
mittee Why He Considers Stock 
Coverage Preferable 





C. W. Pierce, vice-president of the 
America Fore Companies, a short while 
ago, spoke on the advantages of stock 
company insurance before a meeting of 
the finance committee of a large New 
York savings bank which was consider- 
ine the advisibility of accepting mutual 
policies as loan collateral as well as for 
the protection of their own property. 
Following the meeting the bank’s presi- 
dent asked Mr. Pierce to summarize his 
arguments in a letter for presentation to 
the board of directors, and this letter has 
now been published in pamphlet form by 
the America Fore group. Giving his 
reasons for stock company coverage Mr. 
Pierce wrote in part: 

“This letter approaches the subject 
from the angle of business policy and 
avoids a discussion of the many and 
conflicting legal decisions of various state 
and Federal courts which nevertheless 
exist. 

“It is recognized that in divisions of 
the insurance business as in every busi- 
ness there are individual units which are 
conservatively and profitably managed 
in spite of the many pitfalls into which 
others less efficiently supervised may 
easily be lost. However, it is understood 
that you are giving consideration to the 
principles involved in the problem and 
not to the investigation of specific com- 
panies or groups. 

“As many mutual representatives em- 
phasize the legal assessment feature of 
their contracts as a factor of financial 
strength, it is in order to discuss various 
phases of the subject. 

Assessment Features 


“With mutual insurance there is a di- 
rect mutuality of interest between all 
policyholders who must share in the for- 
tunes of a complicated business under- 
taking. The majority of mutual contracts 
contain a legal provision for a limited 
assessment should additional funds be 
needed to meet unusual losses, claims or 
other contingencies. Experience indicates 
that it is practically impossible to collect 
assessments from all of the thousands of 
nolicyholders of any mutual company 
Should such a contingency arise, assess- 
ments used for the payment of losses, 
claims or other indebtedness, if settled 
in full, could not be distributed equitably 
among all policyholders and this load 
would naturally fall upon those willing 
and able to pay. As indemnification in 
the event of loss or claim is the sole pur- 
pose of an insurance purchase, other 
things being equal, a mutual contract 
with an unlimited assessment provision 
would be preferable to one whose pro- 
vision for assessment is restricted. 

“Dividends to mutual policyholders are 
frequently called ‘savings.’ In my opinion 
this is an incorrect assumption. Divi- 
dends cannot be guaranteed, but when 
earned are in reality the compensation 
to the policyholder for his share of his 
legally assumed risks in the business of 
insurance. It is important to note that 
the policyholder has no yardstick by 
which to measure the dollars and cents 
value of the risks of his voluntary under- 
taking. This factor cannot be correctly 
appraised without full knowledge not 
only of the investment program of the 
company, but of the underwriting policy 
as well, a factor which cannot be accur- 
ately measured from any financial state- 
ment. The classes of risks accepted, out- 
standing liability subject to sweeping 
losses or claims, the reliability of the 
companies in which  re-insurance is 
placed and other underwriting practices 
are known only to the executives of the 
company and to its underwriters. Con- 
servative underwriting policies which 


may have justified the payment of divi- 
dends over a period of years may be 


abandoned without notice and without 
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the knowledge of a majority of the pol- 
icyholders. 
Services of the Agent 


“Most mutual policies are written at 
and delivered from the home or branch 
office of the company. This so-called 
system of ‘direct writing’ entirely elim- 
inates the service of a qualified agent. 
The issuing of important contracts oi 
indemnity is serious business and carries 
with it a definite responsibility which 
rests largely upon the shoulders of the 
trained agent. Competent agency service 
has a direct money value to the policy- 
holder. The insurance company whose 
contracts protect the policyholder may 
properly be called the foundation of the 
insurance arch, and the services of a 
qualified agent may well be described as 
its keystone. Both are essential to a 
balanced program. The agent chosen by 
the assured must assume full responsi- 
bility for the correct handling of all 
classes of insurance required, and the re- 
sponsibility for this important work 
should be definitely fixed with one party. 

“There are many national services 
maintained by the stock insurance com- 
panies which directly benefit the public, 
regarding which little is known by the 
average business man but which merits 
his careful consideration. 

“It is important to note that, generally 
speaking, rate-making bureaus which, 
through the application of carefully de- 
signed schedules, develop the basic rates 
upon which stock and .most mutual in- 
surance is written, are mainly supported 
and managed by the stock insurance 
companies. These services are essential 
to the successful operation of the insur- 
ance business, as they tend to preserve 
the security of the carrier—a matter of 
great importance to the public but which 
is little appreciated by most purchasers 
of contracts. 


Protection of Trust Funds 


“It might be argued that a savings 
bank organized on a mutual basis should 
support mutual principles in other lines 
of business. A moment's reflection will 
develop the fallacies of such an ar- 
gument. Deposits in a mutual savings 
banks are in the nature of trust funds 
and their investment policy is rigidly re- 
stricted by laws applicable to such in- 
vestments. Safety of principal is of 
primary consideration. The bank is liable 
to depositors only to the amount of their 
deposits. On the other hand, a mutual 
insurance company undertakes to insure 
against uncertain losses which may be 
limited only by the aggregate amounts of 
the policies issued, and the company may 
become liable to one or more individuals 
for many times the amounts received 
from such individuals. 

“A bank which adopts the practice of 
many well-known banks in accepting 
only contracts of strong stock companies, 
not only avoids possible involvement of 
its funds in the risks of the insurance 
business but can, with consistency, more 
readily decline to accept contracts of 
various mutuals, reciprocals and interin- 
surers when offered as collateral for 
loans, thereby avoiding the obligation of 
difficult detailed analysis of issuing com- 
panies or associations.” 





MADE CHICAGO MANAGER 





James R. Graham Gets Aero Insurance 
Underwriters Post in Mid-west; 
Brilliant Aviation Career 
James R. Graham has been appointed 
Chicago branch manager of the Aero 
Insurance Underwriters. A skilled avia- 
tor, Mr. Graham had a brilliant record 
as test pilot for the air corps in France 
during the war following which he spent 
several years with the Texas Co. in 
Mexico. He entered the insurance busi- 
ness in 1926 and since that time his in- 
terests have been divided equally be- 
tween aviation and general insurance 
agency work. He is a lieutenant in the 
air corps reserve and a member of vari- 
ous aeronautical societies. He has an 
extensive acquaintance in the Middle 

West. 








—— 


AiG Up 





SUBSTANTIAL 
past performance 
progressive management 
and demonstrated 
service are factors 
which commend the 
NORWICH UNION 


to successful agents 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, 


Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 


75 Maiden Lane, New York 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 


75 Maiden Lane, New York 
HART DARLINGTON, President 


In NORWICH UNION there is strength 
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Blue Goose Convention 
Reservations Mounting 


OVER 90 ALREADY RECEIVED 





Ponds Completing Arrange- 
Po for Grand Nest Meeting in 
Atlantic City, Aug. 27-29 





Plans for the twenty-eighth annual 
erand nest meeting of - the Honorable 
Order of the Blue Goose, International, 
to be held at the Madison Hotel in At- 
lantic City, August 27-29, are working 
out satisfactorily and from present in- 
dications this will be one of the best at- 
tended meetings held to date. Reserva- 
tions are coming in with fair rapidity and 
early this week more than ninety had 
been received, coming from points as far 
West as Vancouver, British Columbia, 
and San Francisco, and as far South as 
Dallas, Texas, and Atlanta, Ga. 


Three Fine Dinners 


The program for the three days has 
been completed and arrangements made 
for various activities during the day and 
for the orchestra and entertainment 
which will be provided during the eve- 
ning. Programs for the three evenings 
are outstanding in that on Tuesday, Au- 
gust 27, there will be a dinner at the 
hotel with a reception and dance imme- 
diately following. It was thought that 
such a program would be a means of get- 
ting everyone better acquainted, and 
dancing will be continued until midnight. 
Wednesday night there will be a regular 
old fashioned shore dinner, and after 
dinner the evening will be open for the 
attendants to follow their own inclina- 
tions. Thursday night the banquet will 
be held, followed by fine entertainment 
and dance. One of the outstanding or- 
chestras has been selected, and the en- 
tertainment has all been contracted for 
in New York. 

Hosts for the convention will be the 
New York City, Chesapeake, Empire 
State, New England and Penn ponds 
with Edward W. Dart of New York, 
most loyal gander of the New York City 
pond, chairman of the committee on ar- 
rangements. While there will be a regis- 
tration fee of $5 for each person attend- 
ing, the cost per person otherwise will 
be $% a day, including room and all 
meals, so that for the three days the 
total cost will be only $23. 





Michigan State Agent 


For the British General 


B. V. Legg of Jackson, Mich., has 
been appointed state agent in charge of 
the business of the British General, in 
Michigan it has been announced by 
United States Manager F. W. Koeckert. 
Mr. Legg has been prominently identified 
with insurance circles in Michigan for 
many years and is well and favorably 
known throughout the entire state. 
While the British General is a mem- 
ber of the Commercial Union group of 
companies, it will be supervised inde- 
pendently. There will be no change in the 
supervision of the Michigan business of 
the other companies in the group now 
under State Agent H. M. Johnson and 
Special Agents George C. Meehan and 
P. F. Hanley. Mr. Legg will establish 
his headquarters at 518 Dwight Building, 
Jackson. 





Insurance Credited With 


Big Decline in Arson 


The Meridian (Miss.) Star, in an edi- 
torial Sunday, gives the fire insurance 
usiness much of the credit for the de- 
line in arson, saying that insurance “has 
Prepared model laws, which have been 
widely adopted. It has sent out trained 
Mvestigators to aid local officials. And 
it has carried questionable fire loss cases 
'0 court, and helped to uncover evidence 
of arson that might otherwise never have 
€n unearthed.” 
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AutoFinanceOutlook 


(Continued from Page 1) 


Mr. Mays leads off with the following 
general observations: 

“Insurance underwriting and finance 
underwriting are based more or less on 
the same broad general principles, in 
which the law of averages plays a most 
important and exacting part. The day of 
individual underwriting is past in a line 
where the premiums are small and where 
the cost of investigation would be pro- 
hibitive. We must therefore rely, to a 
great extent, upon the character and per- 
sonnel of the finance company, which, 
in turn, must select its business on the 
bases of dealership and quality. 

“In the final analysis, the profit and 
loss in each operation must depend to 
a large extent upon the selection of 
dealers by the finance company and also 
upon that intuitive ‘sixth sense,’ which 
must be developed by experience and 
which cannot be expressed by mathemat- 
ical formulae. 


Used Car No Longer An Anathema 


“In the last few years there have been 
striking changes in the finance business. 
Ten years ago the average insurable 
amount was in excess of $1,000 and the 
average insurance premium was in ex- 
cess of $25 (excluding collision). Last 
year our average insurable amount was 


under $400 and our average premium - 


was $7. While this means, of course, 
that we must do a great deal more cler- 
ical work and that the insurance com- 
pany’s overhead per risk is greater, nev- 
ertheless, the condition is decidedly 
healthier than previously, the loss ratio 
is better and the moral hazard greatly 
diminished. 

“There was a time not long ago when 
the used car was an anathema to the 
insurance company as well as to the 
finance company, but this condition no 


longer exists. From an insurance angle, 
the used car is perhaps a better risk 
because the rate is higher, the theft 
hazard is decidedly less and the liability 
is distinctly smaller.” 

Contrasting conditions today with 
twenty-five years ago when he started 
in the automobile insurance business Mr. 
Mays said: 

“When I first started as a novice in 
the automobile insurance business twen- 
ty-five years ago, the theft hazard was 
negligible and the fire hazard was acute, 
but no one thought very much about the 
collision. With the changed conditions, 
there have been several decided shifts in 
loss ratios. The manufacturers gradually 
eliminated the inherent fire hazard and 
with few exceptions, a total loss by a fire 
today must arouse in the eyes of the 
underwriter and the loss adjuster a dis- 
tinct suspicion as to the moral hazard. 
The theft hazard twenty-five years ago 
was negligible, as there were very few 
cars and they were easy to identify. 
After a while professional thievery be- 
came well organized and up to the time 
of Prohibition, there were intelligent and 
unscrupulous gangs operating in virtually 
every large city in the country. 

“Tt has been my theory that the advent 
of Prohibition turned these thugs to 
more lucrative employment and this hap- 
pening, coupled with the passage of the 
Dyer law and intelligent cooperation on 
the part of state and local authorities, 
did a great deal to eliminate automobile 
stealing as a major crime.” 

Fresh Viewpoint on Collision Situation 


While fire and theft losses have be- 
come less frequent and the rates have 
been reduced Mr. Mays pointed to the 
serious situation which has arisen in 
respect of collision insurance. He said 
that up until a few years ago the volume 
of this business was virtually negligible 
on the company books. Furthermore, the 
finance companies did not advocate it. 
the agents did not push it, and, con- 
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servatively speaking, not more than 1% 
of the risks insured outside of the larger 
cities carried this coverage. Therefore, 
Mr. Mays said, the rates promulgated 
for the line were largely theoretical, and 
there was no appreciable volume with 
the exception of the metropolitan areas. 

Then came the development of high 
speed in automobiles bringing more fre- 
quent accidents. But these accidents did 
not influence the loss ratios, in Mr. 
Mays’ opinion, “because there was so 
little collision business written and it 
was only with the inclusion of this form 
of coverage in the various finance plans 
that the situation became acute.” 

Mr. Mays pictured how the finance 

companies seized their opportunity to 
protect their paper, to increase their 
revenue. He did not think they could 
be blamed for it. He explained that for 
a while, a few of the larger underwriters, 
who overlooked certain basic factors, 
welcomed and encouraged this type of 
business, “but a rather comprehensive 
experience for the last two years has 
shown that outside of the larger cities, 
the rates are entirely inadequate and 
that the whole rating formula is based 
on an outworn theory, namely, that acci- 
dents are more severe in the larger cities 
than they are on the country roads.” 
_ It_was noted that the rate for collision 
in New York City is approximately four 
times that in suburban Connecticut and 
New Jersey, but from a loss cost stand- 
point, Mr. Mays doubted seriously 
whether there is an appreciable differ- 
ence. 


Rate Level Readjustment Not Immediate 


Drawing upon his own experience Mr. 
Mays exploded the idea that jury psy- 
chology in collision insurance claims is 
a serious factor and that it is more prej- 
udicial to the interest of the insurance 
companies in the cities than in the coun- 
try districts. He said that in the last 
twelve years his office has handled some 
50,000 claims and “we have had exactly 
three lawsuits, so it can be readily seen 
that what a jury would or would not do 
to an insurance company is not material.” 

As to the rate situation in collision 
insurance Mr. Mays said: 

“While we are handicapped by not 
having a compilation of loss data.as to 
the place of occurrence of losses, I be- 
lieve thoughtful observation would in- 
dicate that on the high-speed highways, 
where there is no speed limit, there is 
more careless and reckless driving, re- 
sulting in more serious accidents per cap- 
ita than in the larger cities where there 
is efficient traffic control. To the lay- 
man the answer to this question would 
be to raise the tariff rates, but here 
again, there arises a practical obstacle, 
viz.: 90% of the collision business is 
written by four or five companies, who 
specialize in finance business. But un- 
fortunately, the rates are made by repre- 
sentatives of three hundred other com- 
panies, who have no real interest in the 
development of the business and who 
are not anxious or willing to pull the 
‘chestnuts out of the fire’ for the other 
four or five. 

“While, in time, there will necessarily 
have to be a readjustment in the rate 
level, it looks like a long drawn out pro- 
cess and therefore, those of us who are 
sincerely interested in the development 
and proper conduct of the business must 
carry on under conditions which we can- 
not control.” 





TEXAS SPECIAL AGENT 


James Hurlbut has been appointed 
special agent for northeast Texas for the 
Republic of Dallas. He was formerly a 
map clerk at the home office and pre- 
viously was in the local agency business 


in Dallas. 





HEADS GRAIN & GUARANTEE 

E. S. Craig has been appointed general 
manager of the Grain Insurance & Guar- 
antee Co. of Winnipeg succeeding the 
late W. D. Law. Mr. Craig has been 
with the company since its inception in 
1920. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











In the issue of The Eastern Under- 
writer of June 7 under “Says Big Bill” 
column, there is a story of an unusual 
case where an extinguisher caused a fire. 
In this connection, let me quote a very 
unusual incident, where an extinguisher 
“improvised for the occasion by Lady 
Luck” put out a fire, stopping what 
might have been a disastrous fire in the 
old Arcade Building at Watertown, N. » - 
about twenty-five years ago. The facts 
are these: 

In a drug store facing the main street 
a fire started in the cellar from some 
rubbish or some carelessness on part of 
an employe. In those days the average 
cellar was just a dirty hole, due to the 
fact that most buildings were heated by 
stoves, and in this case there was no 
heating apparatus in cellar, and it was 
used only for a location for the soda 
water syphons and cylinders. The incipi- 
ent fire caused the heads of the contain- 
ers to heat and melt and the soda water 
released at pressure and containing prac- 
tically the same chemicals as the extin- 
euishers (minus the vitriol) promptly ex- 
tinguished the fire. So in this case the 
assured had an automatic fire extinguish- 
ing apparatus in his cellar, without 
knowing it. So in this case we might 
say, by a stretch of the imagination, that 
the fire caused the extinguishers to work, 
the opposite of “Extinguisher Causes 
Fire.” 

* * * 
West Street and Days of Yore 

Walking along West Street, New York 
City recently, for the first time in many 
years, I noticed vividly the contrast be- 
tween sea transportation today and fifty 
years ago, when as a boy I used to wan- 
der up this street, to see the sailing ves- 
sels and walk under a forest of bow- 
sprits and later at twenty, when I used 
to look for suitable warehousing facilities 
for goods we imported from Mexico and 
Central America. There are practically 
no sailing vessels now. 

My father, who came to New York in 
the early fifties as a young man of 15 
who used himself the fast clippers in his 
European export and import business and 
who spoke three languages fluently, used 
to tell me of the glories of the old full- 
rigged sailing vessels. I knew all the 
fine distinctions between brigs, brigant- 
ines, barques, full riggers, schooners, etc. 
The old sail lofts and ship stores, the 
rope stores and marine junk stores had 
a delightful smell of the sea, had a de- 
lightful aroma of adventure and foreign 
shores to me. There were places where 
they sold second-hand figure heads from 
dismantled or shipwrecked vessels, full 
of romance in their history. In those 
days one of the “stunts” was for a 
wealthy family to send their pampered 
or anaemic sons around the world as a 
paying guest of the captain in one of 
these big sailing ships, and I well remem- 
ber the longing I had to have my father 
send me. 

I well remember that Poultney Bige- 
low, then editor of the Outing Magazine, 
filled several pages every month with a 
transcript of the diary he kept on his 
cruise around the world for the benefit 
of his health and because he had an 
adventurous spirit. This is the Poult- 
ney Bigelow who became a _ personal 
friend of the Kaiser, attending the same 
school with him, then “koenigliche 
hoheit,” a grandson of the old first 





Kaiser Wilhelm. Mr. Bigelow bought and 
built up this old magazine and, I think, 
also sent or financed Thomas Stevens, 
who was then girdling the globe on a 
high bicycle. He offered a prize to the 
subscriber who could guess nearest the 
date he would arrive back in San Fran- 
cisco, when he started Westward. 

I won the first prize through a lucky 
guess, and received a full set of the mag- 
azine. The high bicycle “craze” was then 
at its height. When Stevens returned 
he lectured on his trip, and I attended 
one of his first lectures in the old Brook- 
lyn Academy of Music in Brooklyn, N.Y., 
and I remember Poultney Bigelow sitting 
in the right hand side box (boxes were 
then on the stage) beaming at his pro- 
tege. This was about 1885, fifty years 
ago. I wonder whether .Mr. Bigelow re- 


members. 
* * * 


New Name for Claim Men 


A former agent of mine years ago told 
me of a client who had a loss asking 
him several times when the “injuster” or 
“unjuster” was coming. Agent said the 
assured was not very far wrong in call- 
ing this particular individual an “un- 
just-er.” 

ee « 


The Conquerors Move On 


For fear of disturbing some of my 
friends by writing about myself, I will 
only touch lightly on this fact that my 
ancestors were sea-faring men along the 
ancient Anglo-Saxon coast of the Ger- 
man mainland, now comprising the coast 
of Holland and Schleswig Holstein and 
lower Denmark. This was the home of 
the Vikings (which has nothing to do 
with kings) and the ancient homes of the 
Anglo-Saxons who around the year 500 
invaded Romanized Celtic Britain, taking 
possession by one method or another, 
and killing off the ancient Celtic stock 
if they stood in the way, just as we in 
this country killed off the Indians, when 
they stood in the way of our progress. 


* * * 


Theories About the Pyramids 

I read an interesting book in the Hotel 
Queensbury library at Glens Falls, N. Y., 
recently (this hotel provides a good li- 
brary for its patrons) by an author (the 
name escapes me) who sees in the giant 
pyramid in Egypt, an effort by some 
great mathematician, way above the 
average mind of that day, to square the 
circle, a mathematical problem that has 
troubled the scientific mind for ages, 
and still does. It is called “Our inheri- 
tance in the Great Pyramid.” 

Warming up in his thesis he even 
ascribes the building of this pyramid, 
which differs in many respects from the 
smaller and, he says, later ones, to a 
divinely inspired person. It is published 
by Wm. Isbister, 56 Ludgate Hill, Lon- 
don, England (not London, Ontario, 
which by the way is also on the (Canad- 
ian Thames). 

My architect brother states that it is 
now supposed the Great Pyramids were 
cast (like our concrete buildings) and 
that the stone was not hauled and lifted 
into position, as there are no pictures of 
hoisting apparatus in all the Egyptian 
pictures carved into stone. Even with 
hoisting apparatus it would have been 
very difficult, he says, to lift these stones 
into position. 
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STUYVESANT CAPITAL REDUCED 
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Stockholders Approve Plan to Reduce 
Capital from $1,000,000 to $500,000; 
Surplus Thereby Increased 
Stockholders of the Stuyvesant held a 
special meeting in New York City last 
Thursday and approved a recommenda- 
tion of the board of directors that the 


company’s capital be reduced from 
$1,000,000 to $500,000 by reducing the par 
value of the shares from $10 to $5 each. 
This change was made subject to ap- 
proval by the New York [nsurance De- 
partment. The company plans to resume 
underwriting on a conservative scale and 
in a letter to stockholders President 
Joseph S. Frelinghuysen said in part: 
“Up to March 24, 1933, the company 
was operating under advantageous rein- 
surance contracts with Globe & Rutgers 
Fire Insurance Co. When that company 
was taken over by the Insurance Depart- 
ment in rehabilitation proceedings, this 
company was confronted with heavy ac- 


crued and accruing direct obligations, 
with uncertainty as to recovery over 


from its principal debtor, and was ob- 
ligated to discontinue the writing of new 
business. 


“Through the efforts of the officers 
and directors this situation has been 


cleared, and all of the obligations of the 
company have been paid in full, except 
a current secured bank loan. 

“On the current values allowed by the 
Insurance Department the company’s 








balance sheet now shows an unimpaired 
capital of $1,000,000 and a small surplus, 
which, however, is not sufficient to per- 
mit the resumption of active business, as 
a reinsurance reserve must be created 
for new policies. In order to resume bus'- 
ness it will be necessary to reduce th 
capital to $500,000 and transfer the 
amount of reduction to surplus. * * * 

“Thereafter the company will have a 
capital of $500,000 and a surplus of ap- 
proximately $508,000. If the stockholders 
support this program the company wi 
resume active business on conservative 
lines with a record of eighty-five years 
of continuous activity without default 
and, we believe, with the good will of 
the insuring public, brokers and agents 





HOME ADVANCES J. S. SUYDAM 

J. S. Suydam has been appointed as- 
sociate manager for the Home of New 
York at Los Angeles, under the juris 
diction of the Coast department of th 
company at San Francisco, according to 
announcement by Charles I. Magill, Pa- 
cific Coast manager at San Francisc 
Mr. Suydam will continue supervision 0 
the Southern division with headquarter 
at Los Angeles. He has been with th 
Home thirty-six years. 


The directors of the Northern of Ne 
York have declared the regular sem 
annual dividend of $1.50 a share and a 
extra dividend of 50 cents a share, both 
payable July 29 to stockholders of recor 
July 20. 


ee 








Franklin W. Fort 
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North America Holding Exhibit 


Of Early American Fire Relics "White teat 


There is a highly interesting link with 
the past in the unique collection of rare 
old “fire marks” and fire-fighting equip- 
ment of Colonial days, gathered through 
the years by the Insurance Company of 
North America, and an exhibit of these 
is being held at the company’s offices 
at Third and Walnut Streets in Phila- 
delphia. 3 

When one contemplates the efficiency 
of the modern municipal fire department, 
with its trained fire-fighters, speedy 
motor trucks, chemical engines and high 
pressure lines, and contrasts with it the 
meagre and pitifully inadequate equip- 
ment of the volunteer fire companies of 
early American days, one cannot help 
being impressed with the tremendous 
strides made in fire-fighting methods. In- 
deed, one wonders how the fire-fighters 
of those bygone days were able to cope 
at all with the fire demon, for the owner 
of a burning building had to depend upon 
the efforts of volunteer brigades whose 
members in turn had to depend upon 
what seems today as the most primitive 
weapons and equipment. 

Outstanding in the exhibit is a rare 
copper fire mark of the Insurance Com- 
pany of North America, issued in 1800, 
a rare wooden firemark of the Mutual 


Assurance of Philadelphia issued in 1803 
and an original wooden firemark of the 
Philadelphia Contributionship issued 
about 1811. These fire marks are especi- 
ally interesting because the firemark has 
not been in use for many years; in 
former times they were attached to the 
front of insured properties as an assur- 
ance to the volunteer brigades that the 
building was insured and in case of fire, 
the co-operation of the volunteers would 
be suitably rewarded by the insurance 
company involved. 

The fire marks form only a small part 
of the exhibit, which contains some curi- 
ous fire-fighting implements of those his- 
toric days, among them an old leathe, 
hose used in 1817, wooden rattles used 
by volunteer firemen to sound alarms 
through the streets, leather buckets, hel- 
mets, capes, parade torches, axes and 
lavish parade hats. An especially inter- 
esting piece is a hand made model of 
an early hand pump fire engine; it is one 
of the most valuable models of its kinds 
extant, both from the standpoint of an- 
tiquity and quality of workmanship. It 
was made in 1796 and consequently is 
very rare today. 

The exhibit is free to the public and 
may be viewed any day except Sunday 
during regular business hours. 





RETURN OF $20,000 SOUGHT 





Missouri Insurance Dep’t Holds Judge 
Sevier Had No Right to Advance 
Money to Legal Advisor 
Powell B. McHanley, attorney for the 
Missouri Insurance Department, in a 
motion filed with the Cole County Cir- 
cuit Court at Jefferson City, Mo., on 
July 3 demanded that T. S. Mosby, ap- 
pointed by Circuit Judge Nike G. Sevier 
as legal advisor to Guy M. Sone, Circuit 
Clerk of Cole County, as custodian of 
premiums impounded by the court in 
connection with the 16-2/3% increase 
litigation, be compelled to return to the 
fund $20,000 advanced to him since April 
1, 1933, with the approval of Judge 

Sevier. 

The motion charged that Judge Sevier 
without granting the insurance com- 
panies or the policyholders opportunities 
to be heard, made and entered of record, 
orders under which Mosby was paid out 
of the impounded various sums as fol- 
lows: April 11, 1933, $1,000; July 1, 1933, 
$1,000; September 25, 1933, $1,000; No- 
vember 22, 1933, $2,000; February 15, 
1934, $1,500; May 18, 1934, $1,000; July 5, 
1934, $1,500; November 2, 1934, $1,000; 
December 12, 1934, $500; January 11, 
1935, $1,000; February 14, 1935, $1,000; 
March 13, 1935, $1,500; May 14, 1935, 
$1,000, and May 24, 1935, $5,000. Total 
$20,000. 

On February 11, 1933, Judge Sevier 
entered an order of court appointing 
Mosby legal counsel for Sone to advise 
him as agent of the court in all things 
in connection with the handling of the 
premiums impounded by the court. The 
motion attacks this order of Judge Sevier 
and the various other orders under which 
Mosby has been advanced the $20,000 
as illegal and contrary to law for a num- 
ber of reasons. It is contended that the 
court has neither the power nor author- 
ity to appoint Mosby in such capacity 
without proper notice to the parties in 
the cause of action, and without granting 
them the opportunity to be heard. Fur- 
ther it is charged that even if the court 
had legal power to make such appoint- 
ment, the actual appointment of Mosby 
was illegal and unlawful, in that at the 
time of entering the order there was. not, 
and at no time since has there been any 
necessity for the appointment of a spe- 
cial counsel to advise the court and its 
officers and agents regarding the handl- 


ing of the impounded funds; that it is 
the duty of the court to advise its officers 
and agents relating to their duties and 
that such duty cannot be delegated to 
others at the expense of funds entrusted 
to the custody of the court. 

The court is asked to set a date for a 
hearing, that all parties of interest be 
notified and that Mosby be directed to 
appear in court at such time and testify 
in open court as to the amount of work 
actually performed by him and the value 
of such services “and that after such 
hearing this court grant such relief in 
the premises 2s is warranted by the fac:s 
and the law to the end that the fund 
herein impounded shall not be illegally 
or unnecessarily dissipated.” 


Attack Missouri Compromise 
As Unfair to Policyholders 


In a brief filed with the special three 
judge Federal Court at Kansas City re- 
cently in support of their petition for 
the right to intervene on behalf of sev- 
eral policyholders in the fire insurance 
rate litigation, R. M. Sheppard and other 
attorneys attacked the proposed compro- 
mise plan as inimical to the interest of 
the policyholders, especially the provi- 
sion for the payment of $22,000 for In- 
surance Department expenses and $500,- 
000 for the Department’s attorney out of 
the impounded premium. 

The brief also questioned the legal 
right of Superintendent O’Malley to 
make his 13.3% wage iycrease order of 
May 21 last retroactive to June 1, 1930, 
as his predecessor in office, Joseph B. 
Thompson, on May 28, 1930, denied the 
company’s application for a 16-2/3% in- 
crease in rate. It was contended that 
the only legal method to put a rate in- 
crease into effect would be by court or- 
der. The brief charges that Superinten- 
dent O'Malley in the proposed compro- 
mise had attempted to stipulate away 
four-fifths of the rights and interests 
which the applicant for the right to in- 
tervene claims. It also pointed out that 
Attorney General Roy McKittrick, who 
is made expressly by statute legal ad- 
visor of the Superintendent of Insur- 
ance, has not signed the compromise 
stipulation. 





INDIANA AGENT DIES 
Harry Apple, Fortville, Ind., agent, 
died recently of apoplexy. He was a 
member of the county board of review 
there. 
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of Hartford, Conn. 


Cash Capital $ 2,000,000.00 
Net Surplus 11,013,713.79 
Assets 19,130,425.82 
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Trust Department of Banks Large 
Buyers of All Forms of Insurance 


Trust departments of banks are large 
buyers of all forms of insurance the 
Fireman’s Fund Record points out in its 
current issue. A partial survey of the 
relationship between the trust depart- 
ments of banks and insurance reveals a 
far greater potential market than the 
average agent or broker is apt to re- 
alize. Particularly is this true of many 
smaller financial institutions, with com- 
paratively few estates to administer, 
which do not fully realize their liabilities. 
Continuing the Record says in part: 

One of the officers of a large New 
York bank recently said: “The trust of- 
ficers of the smaller banks in the 
country are literally sitting on a keg of 
dynamite because of their failure to re- 
alize the various liabilities they assume 
when they take over trusts and when 
they neglect to protect themselves by 
the broadest insurance coverage.” 

The minute a bank is appointed ex- 
ecutor, administrator or guardian of an 
estate, it assumes a double responsibility 
—its liability is not only to the bene- 
ficiary, but to the public as well. 

Liability of Banks 

There is no lack of legal decisions to 
establish that if there is an accident of 
any nature whatever, such as the drop- 
ping of a brick from a side wall, the fall 
of a shutter or a break in the sidewalk, 
leading to an accident to some passerby, 
the bank is liable as an institution and 
cannot pass the cost of what the court 
considers an oversight on to the estate. 

To overcome this danger, the very 
first thing a bank should do when it 
steps into the management of an estate 
is to take out every conceivable form of 
protection — public liability, explosion, 
windstorm, and all the other types of 


insurance. An individual property owner 
can, and quite frequently does ignore 
risks, but a bank can afford to run no 
such chance, and therefore as soon as a 
bank steps into the picture, the volume 
of insurance to be carried naturally and 
materially increases. 

When it is taken into account that the 
average estate comprises not only real 
estate but statuary, jewelry, fine arts, 
rare books, costly furnishings and many 
other luxuries, the broad insurance re- 
quirements of trust departments are 
glimpsed. 

It is said that anywhere from five hun- 
dred to five thousand individual sales of 
insurance among ordinary dwelling and 
property owners are equal to the po- 
tential market of a single average na- 
tional bank in a city of over a million 
population. What a tremendous and 
concentrated market, not for a single 
type of coverage, but for practically 
every form of property insurance! 

The trust officers of the banks in your 
community, Mr. Agent, may not be fully 
aware of the grave danger they face in 
administering estates without the pro- 
tection of complete insurance. They will 
welcome assistance and advice. Why 
not contact them and offer to analyze 
the insurance needs of estates for which 
the bank may serve as executor, admin- 
istrator or guardian? 

It is now possible to arrange tempo- 
rary blanket insurance to cover trust 
companies from the moment they be- 
come active in the management of es- 
tates. Details regarding this form of 
protection can be obtained from the de- 
partment office through which agents 
report their risks. 





RATE MAKING COMPANY MATTER 





Hinkley Says Companies Have Trouble 
When Agents Get Advance Knowl- 
edge of Rate Changes 

The question of overhead writing is an 
agent’s problem as he has the solution 
largely in his own hands, Ralph G. Hink- 
ley, manager of the New England de- 
partment of the American of Newark, 
told those at the Dixville Notch conven- 
tion of the New England Agents’ Asso- 
ciation talking on “Agency-Company Re- 
lations.” The producer who will deal only 
with companies which respect their 
agents’ territorial rights can reduce, if 
not entirely eliminate, such overhead 
writing although it must be recognized 
that, under present manufacturing and 
distributing conditions, certain overhead 
writing may be justifiable, said the 
speaker. 

“On the other hand,” said Mr. Hinkley, 
“the promulgation of rules and rates is 
the function of the companies. Com- 
panies operate on a countrywide basis 
and it follows that rules must be as uni- 
form throughout the entire territory as 
it is possible to make them. Except in 
rare cases, a special rule for a particular 
state or a section of a state is not nec- 
essary or desirable; further, it is almost 
impossible to defend. 

“With the question of rates, here again 
the final decision lies with the compa- 
nies. Rates must be sufficiently high to 
allow for losses, commissions, taxes and 
companies’ overhead, but must not be 
excessive, unfair or discriminatory. In 
determining a level of rates the state is 
the smallest unit which should be con- 
sidered and, for many classes, the pre- 
mium income from a state is not suffi- 
cient to warrant definite conclusions. 
Statistics as to writings and losses are 
being used more and more as a basis 
for rate-making and only the companies 
are in a position to collect and classify 
such data. 

“When it comes to the actual prepara- 
tion of rates, there is bound to be too 
much divergence of opinion among local 


N. Y. State Reports 
On Fire Pension Funds 


The completion of studies of every city 
and village police and fire pension fund 
in New York State and the establish- 
ment of a permanent local actuarial con- 
sulting service was announced Monday. 
The announcement was contained in a 
summary of the studies of seventy local 
police and fire pension funds made by 
the New York State Conference of 
Mayors in cooperation with the New 
York State Pension Commission. 

None of the funds studied was found 
to be in a sound actuarial condition. In 
many instances funds were discovered to 
be in a critical financial condition and 
steadily growing worse. ; 

Actuarial reports on fire pension funds 
were prepared and have been or shortly 
will be sent to the mayors of the follow- 
ing cities: Albany, Amsterdam, Auburn, 
Binghamton, Buffalo, Elmira, Fulton, 
Glens Falls, Hornell, Kingston, Mount 
Vernon, New Rochelle, New York, Nia- 
gara Falls, Rome, Saratoga Springs, 
Schenectady, Syracuse, Troy, Utica, 
Watertown, Yonkers. 





GLENS FALLS DIRECTOR DIES 

Mark L. Sheldon, president of the 
Salem National Bank, Salem, N. Y., and 
a director of the Glens Falls, died Tues- 
day at his home at the age of 81. He 
had been president of the Salem National 
Bank for more than fifty years and a 
director of the Glens Falls for the last 
forty-four years. 





agents’ committees to allow them to as- 
sist in their formulation. Furthermore, 
while the local agents’ views are, natu- 
rally, of value in arriving at a decision, 
every company rating organization has 
always encountered difficulties whenever 
any agent or group of agents had ad- 
vance knowledge of any possible change 
in rates.” 


W. S. Ingraham, Providence, 


Dead; Agency Firm Continues 
Walter S. Ingraham of the Providence, 
R. I, agency of Gamwell & Ingraham, 
died suddenly at his summer home at 
Sandwich, Mass., on Monday, July 15. 
Mr. Ingraham was in his fifty-fourth 
year and had been a lifelong resident 
of Providence. His death comes as a 
great shock to his friends and associates 
as he was at his office in apparently good 
health on the previous Saturday. 

The agency of Gamwell & Ingraham 
was unique in many ways. The partner- 
ship of Clinton T. Gamwell and Walter 
S. Ingraham, formed on July 1, 1904, had 
continued uninterruptedly by the two 
partners until the death of Mr. Ingra- 
ham. The partners had been school- 
mates and chums previous to their busi- 
ness association and a warm personal 
friendship continued in an unusual de- 
gree throughout the thirty-one years of 
their business life together. 

Mr. Ingraham was a thirty-second de- 
gree Mason, in fact both partners were 
members of the same Masonic bodies 
having taken all of their degrees to- 
gether. He was an ardent golfer. He 
was affiliated with both the Beneficient 
Congregational Church and the First 
Church of Christ Scientist. He leaves, 
besides his widow, his father and one 
brother. 

Funeral services were held Wednesday, 
July 17. Interment was at Swan Point 
Cemetery, Providence. 

It is understood that the agency will 
be continued by the surviving partner 
under the same firm name and with the 
same associates who have all been with 
the agency for from fifteen to twenty- 
seven years. 





STANDARD ACCIDENT GAINS 


Increases Shown in Profit and Premium 
Volume for First Six Months; 
Surplus Strengthened 


Figures for the first six months of 1935 
just released by L. K. Kirk, treasurer of 
the Standard Accident. show decided in- 
creases in earnings and premium volume. 

Quoting from the report: “Earnings of 
the company for the first six months of 
1935 were $553.125 from which has been 
set up a security depreciation reserve of 
$350,000. In addition a sum of $103,125 
has been paid or reserved for preferred 
dividends, leaving a balance of $100,000 
which has been added to surplus.” 

The report states further that “Pre- 
mium volume shows a good increase over 
last year, net writings for the first six 
months of 1935 being $6,414,963 as com- 
pared with $5,667,513 for the same period 
last year.” Investment operations re- 
sulted in a gain of $528,061 in the first 
half year. 

Another bright feature of the report 
are figures which show an underwriting 
profit of $25,064 for the initial six months 
as compared with an underwriting loss 
of $652,572 for the same period last year. 





GENERAL IN MISSISSIPPI 


The General, of Seattle has been 
planted with the Nelson Graver Agency 
and the Gulf, of Dall with Ross & 
Yerger, both of Jackson, Miss., by Park- 
inson & White, General Agents, New 
Orleans. 

The General will operate in Mississippi 
as a board company, will write only non- 
participating policies in that state, and 
has assured Nelson-Graves that it will 
not in the future ask the Mississippi 
State Rating Bureau for a rate deviation. 





AFTER UNINSURED TRUCKS 


The New Jersey Public Utilities Com- 
mission is making it hot for operators 
of trucks carrying passengers for hire 
who do not carry the prescribed lia- 
bility insurance. A law passed this year 
has made it a misdemeanor to carry 
passengers for hire without insurance. 











Helpfulness 


It’s the every day helpful 
attention to the little 
things that oftentimes ex- 
escape one’s notice which 
the thoughtful _ business 
man never overlooks. 


SERVICE REVIEW 


Incorporated 
Branches in Principal Cities 
Executive Offices: 


205 East 42nd St., New York 








INSPECTION REPORTS 





MORTENSEN ON STATE RISKS 


Wi in Commissi Believes Other 
States Should Form Funds for 
Public Property 

A defense of state insurance was of- 
fered by Commissioner Harry J. Mor- 
tensen of Wisconsin when speaking re- 
cently before the meeting of the National 
Convention of Insurance Commissioners 
in Seattle. He believes that fire, auto- 
mobile and compensation insurance will 
be written in state funds “if and when 
the private companies cease to service 
their policyholders in a satisfactory man- 
ner at reasonable rates.” Wisconsin has 
had state insurance on public property 
for many years and has long been an 
experimental ground for progressive and 
radical proposals. However, Commis- 
sioner Mortensen will not admit radical 
tendencies and said: 

“The progressive thought of Wisconsin 

is not radical. It moves only with de- 
liberation in harmony with changed con- 
ditions of the times. No proposals of 
new methods for dealing with public 
problems have been advanced without 
first engaging the best minds available 
and making the most thorough invest 
gation possible. This policy, no doubt, 
is responsible for the great measure of 
success attained. 
_ “With further reference to a state be- 
ing restrained from entering the insur 
ance field for the insurance of its own 
property or the protection of its citr 
zens, I invite your attention to the prac 
tice of the Federal Government. It does 
not insure its public buildings but meets 
its losses with government funds. It 
enters into the competitive field with its 
parcel post and mail insurance funds, a 
soldiers’ and sailors’ life insurance fund, 
a government employes’ retirement fund 
and a pension fund for teachers m the 
District of Columbia. 

“In the light of the long acceptable 
practice of the Federal Government in tts 
creation and maintenance of liability 
funds, it is, in my judgment, equally 
sound for any state with a large numbet 
of separate insurance risks, supplement 
by a greater number of public buildings 
owned by political subdivisions of the 
state,to create and administer a 10 
which can furnish a guarantee of indem 
nity with equal or more certainty tha 
could private companies, and this W! 
a very material saving in premium out 
lay and with every assurance of prom)! 
and satisfactory settlement of all oss 
claims.” 
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British Wrecks Commissioner Holds 
Sea Safety Rules Fall Short of Need 


The view that the existing provisions 
for securing the safety of sea-going ves- 
ls and their crews fall short of what 
is necessary, was expressed by. Lord 
Merrivale when, as Wrecks Commission- 
e, he delivered the findings of the in- 
quiry into the loss of the steamer Blair- 
gowrie. . 

- Important general recommendations on 
the questions were made after the find- 
ings in the case had been announced. 
The Blairgowrie, a vessel of 3,529 tons, 
owned by the Clydesdale Navigation 
Company, was lost with her crew of 26 
in the North Atlantic on February 27. 

A copy of the findings and recom- 
mendations was at once sent to the Pres- 
ident of the Board of Trade (Mr. Runci- 
man), and it is anticipated that he will 
make a statement on them to the House 
of Commons in the near future. 

It is thought probable that President 
Runciman will suggest new regulations 
to meet the criticisms of Lord Merri- 
vale and his assessors. 

To a question whether the loss of the 
vessel was caused or contributed to by 
the wrongful act or default oz her own- 
ers or managers, the Court answered: 
‘No wrongful act or default was shown.” 

Dealing with the general question, 
Lord Merrivale said: 

“As to the whole question of securing 
the safety of sea-going ships and their 
crews, we feel that existing provisions 
fall short of what is necessary. 

“Load line surveys should have due re- 
gard to the general condition of the ship; 
the instructions to surveyors which are 
in existence should be made practically 
effective; steering gear and _ hatches 
should be practically and carefully ex- 
amined. 

“Default of a surveyor in respect of 
matters such as these should. as we 
think, entail direct and, if possible, pro- 
hibitive consequences. 

“Evasion by shipowners of the man- 
ning regulations — amended, perhaps, 
with due regard to the objects in view— 
should be provided against by due penal- 
tes. 

False Log Statements 


“Wilful false statements in logs, ship’s 
reports, ship’s papers, and_ surveys 
should be so dealt with that the reliabil- 
ity of such documents will not readily be 
tampered with.” 

The findings were in the form of an- 
swers to the questions submitted by the 
Board of Trade, and one answer stated: 
Upon evidence given at the inquiry, we 
are not able to say affirmatively that the 
Blairgowrie was in good and seaworthy 
condition as regards hull and equip- 
ment.” 

Answering various questions regarding 
manning, the Court found that the Blair- 
gowrle was passed by the Board of 
Trade superintendent as having the 
requisite manning. 

In a technical sense she had a suffi- 
cient complement of efficient deck-hands. 
Asa Practical matter, we are not satis- 
fied she had.” 

In the annexe to the report, Lord 
Merrivale states that the time which 
tlapsed between the first SOS signal and 
the vessel’s’s foundering—six and a quar- 
ter hours—seems, under the circum- 
stances, so short as to indicate that 
cause other than the weather contrib- 
uted to her loss, 

e he Blairgowrie was in appearance an 
tractive ship designed on fine lines. 
oeen in the dock she no doubt impressed 
Ryorably Surveyors and others who had 
€ duty of reporting upon her. 
minent experts gave very favorable 


evidence about her on the opening day 
of the inquiry. As time went on, how- 
ever, and evidence came to be given by 
experienced officers and men who’ had 
served on board the Blairgowrie a new 
set of facts emerged. 


The Vessel’s Defects 


It was established, as we hold (the 
annexe continued), that when the Blair- 
gowrie was at sea in heavy weather she 
shipped water in inexplicably large quan- 
tities. There was recurrent cracking of 
her shell in various areas. When she 
labored in a seaway rivets forward 
tended to work loose. 


These facts were gravely challenged, 
but were established at the inquiry by 
the evidence of officers and men of long 
experience and of unquestionable char- 
acter. 

“It appears to us,” the annexe states, 
“that everyone acquainted with the 
Blairgowrie from service in her must 
have known well that she had defects 
which seriously affected her condition as 
a seagoing ship. 

Lord Merrivale referred to the evi- 
dence of Chief Officer McFadyen, who 
stated that entries made in the log by 
him as to soundings were false, and that 
he did it under the master’s instructions. 


Keeping Down Expense 


“Why these systematic false entries 
should have been made is a matter of 
conjecture,” said Lord Merrivale. “What 
legal or administrative action can use- 
fully be taken to provide some safeguard 
against recurrence of such conduct we 
do not know. 


“Some safeguard against dishonesty 
which affects safety of life at sea could 
no doubt be devised. 

“The method of manning the Blair- 
gowrie raises serious questions with re- 
gard to the working of the existing regu- 
lations. The evidence shows that the de- 
clared objects of Board of Trade circular 
1643 were habitually ignored. 

“The managers of the Blairgowrie 
were not careful as to the manning regu- 
lations. The officers on watch and one 
deck-hand kept the watches while the 
rest of the men were on day work. No 
look-out was posted. 

“The effect of employing deck-hands 
in the manner described would seem to 
be that the expense of upkeep of the 
vessel is kept down by the employment 
thereon of men who would otherwise be 
doing duty in watches.” 


Inland Marine Symposium Arranged 
For Agents’ Convention In Rochester 


One of the features of the forthcom- 
ing convention of the National Associa- 
tion of Insurance Agents in Rochester, 
N. Y., the week of September 22 will be 
an inland marine symposium which will 
be directed by Ernst G. Shirpser, man- 
ager, all risks and inland marine depart- 
ment, Commercial Union, and Hamilton 
Loeb, vice-president, Eliel & Loeb Co., 
Chicago. The decision to include this 
symposium in the program was reached 
in view of the growing importance of the 
inland marine lines. 

Messrs. Shirpser and Loeb are both 
well versed in the subject and in addi- 
tion, can be depended upon to treat it in 
a novel and unusual manner presenting 
both the company and agency viewpoint. 
They are both regarded as alert and 
vigorous talkers, and their appearance is 
expected to be one of the highlights of 
the convention. 

Mr. Shirpser is a native of California, 
having resided in San Francisco up to 
the time he came to New York in 1932. 


He practically grew up with inland ma- 
rine underwriting, and has specialized in 
it for nearly twenty-five years. As in- 
land marine writing expands, he keeps in 
constant touch with changes and new 
forms,: contributing largely to many of 
them. 

He has also been active in inland ma- 
rine organization, and was one of the 
leaders in the movement which crystal- 
lized in the organization of the Inland 
Marine Underwriters Association. 

Mr. Loeb, who is associated with one 
of the largest agencies in Chicago, like- 
wise has specialized in inland marine 
business, and personally handles many 
large and complicated lines. He is well 
known to the membership of the Na- 
tional Association, having served at the 
Chicago convention of 1933 as chairman 
of the entertainment committee. 

The calibre of these two men indicates 
that their program will be finely balanced 
between the serious side of the business 
and a generous sprinkling of genuin- 
humor. 





Producers Licensed 


(Continued from Page 26) 
Russell G. Talbot, 772 Andrews Bldg., Buf- 


falo, N. Y. 

Charles A. Pfeffer, 414 E. Main St., Rochest- 
OF, Ws. Ee 
C. Willard Selover, Jr., 121 North Main St., 
Canandaigua, N. Y. 

Albert M. Strong, 422 Selye Terrace, Roch- 
ester, N. Y. 

Clarence H. Young, 25 Exchange St., Roch- 
ester, N. Y. 

Everett L. Baker, Hotel Oneida, 181 Main 
St., Oneida, N. Y. 

Tohn F, Bruns, c/o The Bruns Co., Inc., 900 
Hills Bldg.. Syracuse, N. Y. 

Leo R. Donovan, 9 Mechanic St., Norwood, 


James S. Eastwood, 106 Scoville Ave., Man- 
lius. N. Y. 

F. James Gallagher, c/o Gallagher Insurance 
Agency, Cleveland, N. Y. 
oe E. Ruegger, 6 Post St., Deposit, 


Passed Agents’ Test 


Frederick H. Borneman, 75 William Street, 
New York, N. Y. 

William Diggle, Jr., 34 Cedar Street, Hunt- 
ington Station, N. Y. 

Mary V. Ducey, c/o John Ducey, Inc., Build- 
ing & Loan Building, Haverstraw, N. Y. 

Louis Elbaum, 75 William Street, New York, 


N. Y. 

C. Kenneth Gallaher, c/o Moore-Kniffen Co., 
Inc., 1006 Brown Street, Peekskill, N. Y. 

Everett W. Gould, Lake Grove, N. Y. 

Louis A. Kucera, 22-54 41st Street, Long 
Island City, N. Y. 

Charles E. Lasher, c/o Queensboro Corp., 
8120 37th Avenue, Jackson Heights, N. Y. 

Thomas Leavy, 75 William Street, New York, 


- 

Louis P. Logosso, 75 William Street, New 
York, N. Y. 

Joseph N. Michaels, 75 William Street, New 
York, N. Y. 

Harry L. Migatz, 317 Flatbush Avenue, 
Brooklyn, N. Y. 

George Niemann, 162-05 Northern Boulevard, 
Flushing, N. Y. 

Van Wagenen Pingry, Franklin Avenue, Mill- 
brook, N. Y. 








APPLETON & COX, INC. 
UNDERWRITERS 


8 South William Street 
NEW YORK 


ALL FORMS OF MARINE 
AND INLAND INSURANCE 


Branch Offices and General Agents: 


New York: 
Atlanta: 
Boston: 
Chicago: 
Dallas: 


25 Gold Street . 

1 Pryor Street 

141 Milk Street 
Insurance Exchange Bldg. 
Frank Rimmer 


Kirby Building 


Detroit: First National Bank Bldg. 


New Orleans: George S. Kausler, Ltd. 


Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 


San Francisco: 





LLOYD’S FIGURES ON WRECKS 





Gross Tonnage Reduction for All Causes 
Last Quarter 191 Vessels, 498,035 
Gross Tons 

Returns just prepared by Lloyd’s 
Register of Shipping shows that the 
gross reduction in the mercantile ma- 
rine of the world from all causes during 
the quarter ended December 31, 1934, 
was represented by 191 vessels, of 
498,035 tons gross, of which 47 were 
British and 144 foreign. 

Of this shipping 65 vessels, of 85,785 
tons, were lost in consequence of casu- 
alty or stress of weather, of which 32 
were British and 94 of other countries. 





SUMMER CLOSING OF MARINE 
ROOMS 


The Institute of London Underwriters 
announces that the Marine Underwriting 
Rooms of the London insurance offices 
will be closed from Friday, August 2, 
until Tuesday, August 6. 





Jerome J. Schmidt, 367 Fulton Street, Brook- 
iva, Bm. OF. 
William J. Shannon, 162-05 Northern Boule- 


vard, Flushing, N. Y. 

Lila E, Shay, Larkfield Avenue, East North- 
port, N. Y. 

Kyril Thomas, 75 William Street, New York, 


‘Arthur Van Nostrand, Main Street, Beacon, 


Charles D. Vogelsong, 55 Pierrepont Street, 
Brooklyn, N. Y. 

William E. Whitney, c/o Benedict & Bene- 
dict, Court and Montague Streets, Brooklyn, 
es We 





PASS TESTS AT ALBANY 

Four out of eight candidates for in- 
surance brokers’ licenses and six out of 
fifteen applicants for agents’ certificates 
of authority passed the New York State 
qualification tests conducted at Albany 
on July 1. The names of the successful 
candidates follow: 


Brokers 


R. Frederick Chidsey, 60 Maiden Lane, Kings- 
ton, N. : 
Bernard Ellenbogen, c/o Douglas Real Estate 
Agency, Inc., 86 Siate Street, Albany, N. Y. 

William F, Kearney, 2nd, c/o Ryan & Graves, 
Inc., Albany, N. Y. ; ‘ 
Benjamin Wolpin, South Fallsburg, N. Y. 
(Sullivan County.) 


Agents 
Louis J. Beach, 389% Main Street, Catskill, 
N.Y 


"Miles C. Burge, 3% Lapham Place, Glens 
Falls, N. Y. : 

Harold H. Fleischer, 20 State Street, ‘Troy, 
N.Y 


‘Kate P. Marks, 100 State Street, c/o London 

& Lancashire Indemnity Co., Albany, we 
George M. Sprague, 600 Fifth Avenue, Troy, 

| a £ 

George C. Stewart, 8 State Street, Schenec- 

tady, N. Y 
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W. H. Bennett Hits State 
Managerial Control 


CITES COMMISSION CUTS 
Strikes at Werkmen’s Compensation 
Rate Action Taken by Sup’t Pink in 
N. Y.; Talks in San Francisco 





Walter H. Bennett, secretary and 
general counsel of the National Associa- 
tion of Insurance haiaie struck out 


termed 
direct 
interposition of the state into managerial 


this week at what he 
trend toward “the 


vigorously 
the increasing 


functions.” Uppermost in his mind was 
the recent action on compensation rate 
revision by Superintendent of Insurance 
Louis H. Pink of New York State in 
which an increase of 6.8% was allowed, 
a loading of 2.5% approved to meet in 
part administration expense, with the 
proviso, however, that the loading for 
acquisition and field supervision cost be 
reduced correspondingly from 17.5% to 
15% in the rates. 

Speaking before a special meeting of 
the San Francisco Insurance Brokers 
Exchange on Tuesday Mr. Bennett 
raised the legal question involved in 
such action: Whether the inherent right 
of contract as to compensation, between 
producers on the one hand and a com- 
pany on the other, can be abrogated by 
the Insurance Department of a given 
state through the means of an ipse dixit 
order fixing them at whatever amount 
he may for the moment deem necessary 
to obtain a given objective. He declared: 
“I have always believed that the sanctity 
of contracts goes further than the right 
to change the terms thereof by an out- 
side party.” 


Hard to Reconcile with N. Y. Law 


Mr. Bennett gave in some detail his 
viewpoint on the New York Superin- 
tendent’s action, saying he found it hard 
to reconcile the decision with the law of 
that state; in particular, the case of Im- 
porters & Exporters vs. Rhoades 239 N. 
Y. 420, which he quoted, involving the 
question of the statutory power of the 
rating organization to make rules. He 
explained to his San Francisco audience: 

“It is conceded that it is proper for a 
supervising authority to decide whether 
filed rates are reasonable, adequate and 
non-discriminatory. I believe it to be 
proper for a supervising official if rates 
are too high and unreasonable to reduce 
them. If they are too low and inade- 
quate, he should raise them. If they are 
discriminatory, as contemplated by the 
statute, he should remove the discrimi- 
nation. But to extend to a supervising 
official the right or authority to tear 
down a rate structure and pass upon the 
aliquot parts thereof is to surrender the 
inherent managerial rights and duties of 
insurance companies. 

“Here, there and yonder, insidious 
state managerial control is slowly creep- 
ing into the insurance business. Unnec- 
essary, unwarranted and illegal state 
control ought to be vigorously resisted. 


Reduced Acquisition Cost in 3 States 


“We are witnessing the unusual spec- 
tacle of the operation of compensation 
on a reduced acquisition cost basis in 
three states because perchance desired 
rate increases have not been granted. In 
addition to New York, this condition 
prevails in Minnesota and Wisconsin. I 
pass for the moment the situation in 
lowa, where the commission is fixed by 
a statute; and in Georgia, where origin- 
ally a given rate increase was allowed by 
providing for a reduction in acquisition 
cost, but which was immedately correct- 
ed by the commissioner in a subsequent 
order eliminating the objectionable pro- 
viso “ 

Mr. Bennett said he was amazed that 


(Continued on Page 38) 





1935-36 Committees 
Of H. & A. Conference 


APPOINTED BY PRES. 





YOUNG 
G. F. Manzelmann Heads New Under- 


writing Committee; Several New 
Chairmen Selected 

As one of his first official acts Presi- 
dent Clyde W. Young of the Health & 
Accident Underwriters Conference has 
announced appointments to the 1935-36 
committees, making some changes in the 
chairmanships as is indicated below. One 
of the important new committees is on 
underwriting of which George F. Man- 
zelmann, North American Accident, is 
chairman. Associated with him are C. O. 
Pauley, Great Northern Life, and J. F. 
Ramey, Washington National, both old 
timers in Conference work. 

C. H. Munsell, Monarch Life, is chair- 
man of the enlarged public relations and 
education committee which was set up 
by the Conference upon the recommen- 
dation of J. W. Scherr, Inter-Ocean 
Casualty that public relations was more 
akin to education than it was to the leg- 
islative committee of which he is chair- 
man. 

Entertainment activities for the 1935-36 
season will come under the wing of Col. 
J. W. Blunt, Monarch Life; Thos. Wat- 
ters, Jr., Inter-State Business Men’s Ac- 
cident. continues as chairman of the legal 
committee as does J. W. Scherr as head 
of the legislative committee. 

After serving as manual committee 
chairman for some vears past R. S. Hills, 
Massachusetts Bonding, has been suc- 
ceeded bv C. T. O’Connell, North Amer- 
ican Accident. Mr. Hills continues as a 
member of the committee. New chair- 
men for the resolutions, grievance and 
membership committees are respectively 
W. C. Cartinhour. Provident Life & Ac- 





cident; Loring Elliott, Phvsicians Casu- 
altv, and A. E. Faulkner. Woodmen Ac- 


cident. Another change is in the chair- 
manship of the nrozgram committee which 


is now vested in E. A. McCord, Illinois 
Mntual Casualty. 
J. S. Irish, Towa State Traveling Men’s 


Association, continues as chairman of the 
memorials committee. 


SON SUCCEEDS FATHER 





C. E. Hodges, Jr. Elected President of 
American Mutual Liability; Elder 
Becomes Board Chairman 
Charles E. Hodges, Jr., who has been 


executive vice-president of the American 


Mutual Liability of Boston, has been 
elected its president succeeding his 
father, Charles E. Hodges, veteran ex- 


known as the dean of 
mutual insurance. The elder Mr. Hodges, 
«ho has been with the company since its 
inception in 1887 and its president since 
1917, was elected chairman of the board. 

The new president began with the 
American Mutual fifteen years ago and 
became vice-president that same year. 
He is a Harvard graduate who served in 
the air force abroad during the World 
War. At present Mr. Hodges, Jr., is one 
of the most prominent figures in his 
field being president of the National As- 
sociation of Mutual Casualty Companies 
and first vice-president of the National 
Association of Automotive Mutual Insur- 
ance Companies. 


ecutive who is 


INDIANA APPOINTMENT 

The Massachusetts Indemnitv has 
named Richard A. Calkins of Indianapo- 
lis as its district representative in cen- 
tral Indiana. This appointment is in 
keeping with the company’s program to 
extend its business to states outside of 
New England and New York where it 
has operated most extensively up to this 
time. 
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Occupational Disease 
Bills Failed in 3 States 


PA., ILLINOIS AND NEW JERSEY 





Threat of All-inclusive Measure Les- 
sened as Legislative Commis- 
sions Begin Study 





Relief is expressed by casualty com- 
pany executives with the adjournment of 
the legislatures of five states in which 
the passage of all-inclusive occupational 
disease bills was threatening for a time 
New York State, became 
Bills introduced in three states—IIlinois, 
Pennsylvania and New Jersey—failed. 
In one state—North Carolina—the meas- 
ure which became law is regarded gen- 
erally as a workable piece of legislation. 

Working along constructive lines, par- 
ticularly in regard to silicosis, the Asso- 
ciation of Casualty & Surety Executives 
in an advisory capacity gave manufac- 
turers’ associations and other interested 
parties in the states mentioned the bene- 
fit of their recommendations. Among 
suggestions made were: (1) limited dis- 
ability and medical benefits for silicosis; 
(2) determination of all medical ques- 
tions under an occupational disease law 
by a medical board; (3) reasonable ex- 
clusion of the past accumulation of dis- 
ease (accumulative liability) and (4) the 
insuring of the liability for occupational 
disease in coverage separate from the 
coverage covering compensation for ac- 
cidental injury. 

Severe Pressure by Labor Interests 

It is well known that labor interests 
were active in these states in pushing 
the all-inclusive type of measure and 
bills were introduced embodying that 
idea, none of which passed excepting in 
New York State where the pressure was 
severe. 

No one will hazard a prediction as to 
the legislative outlook for 1936 but one 
definite trend is evidenced: the appoint- 
ment of state legislative commissions to 
study the entire subject of occupational 
disease and report back to incoming leg- 
islators. 

A step in the right direction, it is felt, 
would be to review exhaustively the 
experience abroad, particularly Great 
Britain, as regards the handling of oc- 
cupational disease. 


and, in law. 





N. Y. LICENSE REVOCATIONS 

Out of 141 licenses to operate a motor 
vehicle revoked by Charles A. Harnett, 
Commissioner of Motor Vehicles, during 
the two weeks ended July 13, no less 
than eighty-two, or 58%, were for driv- 
ing a car while intoxicated. During the 
same period of time there were 347 sus- 
pensions pending further. investigation. 
Of these cases 245 will require proof of 
financial responsibility before applica- 
tions for new licenses will be considered. 


| 
New Compensation Law og 
| 


South Carolina has a new work- | 
men’s compensation law with the | 
signing of House Bill No. 246 by Goy, 
Olin D. Johnston on July 17 to be- 
come effective September 1. This pill | 
has been before the Governor since | 
May 17, and with its enactment he | 
has appointed a commission of five to | 
administer the act of which John H. 
Dukes of Orangeburg is chairman. 
Mr. Dukes will serve for six years: 





P. M. — Greenville, for four- | 
years; Hyatt, Spartanburg, two 
years; ns W. Duncan, Langley, 


four years, and Coleman C. Martin, 
| Charleston, two years. 








Local Agents in Race to 
Head Mississippi Dep't 

The race for Mississippi Insurance 
Commissioner has narrowed to John 
Sharp Williams, IIT, Yazoo City and M. 
Shelby Pickett, Hattiesburg, the date for 
filing having passed. The Democratic 
primary will be held Aug. 6. Both are 
local agents, but the insurance fraternity 
has taken no stand in the contest. Inso- 
far as the general public is concerned, it 
will be one of the most interesting bouts 
in the primary. 

Mr. Williams is National Councillor 
from Mississippi, and he was formerly a 
member of the Insurance Commission 
Mr. Pickett is at present a member of 
the Insurance Commission. Interest in 
this particular race arises out of a bitter 
feud between U. S. Senator Theo. 6 
Bilbo and Gov. Sennett Conner. The 
Bilbo forces are actively backing Mr. 
Williams, and the Connor faction is sup- 
porting Mr. Pickett, who is not only a 
member of the Governor’s staff, but 1s 
his appointee on the commission. 





CANADIAN SURETY CHANGES 

The board of directors of the Canadian 
Surety Co. has elected Thomas Brad- 
shaw to the chairmanship. Mr. Brad- 
shaw has been a director since 1913, later 
becoming vice-president. He is well- 
known in Canadian insurance and finan 
cial circles, being president of the North 
American Life, and of the Toronto Ger- 
eral Trusts Corporation and director « 
several other institutions. 

John B. Alexander, general manage 
of the company, has been elected vict 
president. 





TOPEKA, KANS., APPOINTMENT 
The Standard Accident of Detroit has 
appointed the A. A. Rodgers Investmet! 
Co. of Topeka, Kans., as its genefé 
agents for casualty and surety lines: 10! 
the city of Topeka. The A. A. Rodger 
company is one of the oldest and bes 
known agencies in Kansas. Roscoe ¢ 
Rouse, its president, has had consider 
able insurance experience and is we! 
sas. 
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On the Production “Firing Line” 








alleged philosopher 


a rolling stone 


Years ago some 
feclared portentiously 
vathers no moss.” A lot of credulous 
iolks of the pre-New Deal era heard that 
often that they believed it. Then 
along came Lex O. Jarell of Houston, 
Tex., and proved that the moss is on the 
proverb itself which is true, the fact is, 
of many another. He has preferred to 
shape his career by a trenchant utter- 


“ 


ance of his father when he joined a 
wagon train and headed for Texas: “No 
rust gathers on the tire of a wheel which 
keeps turning over.” 

The elder Jarrell was born in Missouri 
and his bride came from Tennessee. 
Stirring tales of life on the great reaches 
of the Texas plains whetted curiosity to 
see and a desire to take part in the mak- 
ing of a new empire, and the Jarrells 
trekked to the frontier. 
Virgin sod, broken by the Jarrell 
plough at Denton, Tex., became the fam- 
ily homestead and there young Lexie 
joined the fireside circle. Where that 
name come from its possessor cannot 
tell you—even his father evaded a pre- 
cise reply to questions on that point, 
taking refuge in the vague explanation, 
“It sounded well so I used it.” Eventu- 
ally it became “Lex” but don’t be misled 
by any implication that it indicates a 
“pantie-waist” exterior or habit of mind. 


A Man’s Man 


Lex Jarrell is essentially a man’s man, 
a two-fisted fighter in business and a 
mighty hunter and fisherman in his mo- 
ments of relaxation. When he was four 
years old his father moved to Corsicana, 
the first important oil field of Texas, 
and went into the mercantile business. 
There the boy went to public school, 
saw the first great oil boom, listened 
wide-eyed while his father told of an 
occasion when Jesse James and _ his 
brothers descended upon the town and 
acquired a considerable store of unusual 
but highly valuable information. 

There was life in the raw, human na- 
ture in undress uniform, and looking 
back on it he declares that from it he 
got better preparation for the business 
of life than from the lessons to which 
he was introduced at school. 


In 1909 he was graduated from high 
school and went to work in his father’s 
store. Six months of mercantile life con- 
vinced him that as a career it was some- 
thing he wanted anything else but and 
decided to become an accountant. 

Going to Waco, Lex Jarrell took a 
business course, returned to Corsicana, 
and worked six months as bookkeeper 
for a lumber company. Then came an 
opportunity to become secretary to the 
President of the City National Bank, and 
part of his job was to look after col- 
lections. 


First Contacts With Insurance 


One of the bank’s depositors was a 
local agent named Burgess who instead 
of remitting to his companies in the 
usual fashion, preferred to have them 
draw upon him. Lex Jarrell had to visit 
his office regularly to make collections 
and what he saw of the business first 
Interested and then fascinated him. So 
alter a year in the bank his father 
bought him a third interest in the agency 








L. O. Jarrell of Houston 


One of Most Prominent Agents in Texas He Is Militantly 
Aggressive in His Insistence That Stock Co. Repre- 
sentation Is Only Foundation for Success 


By Spencer Welton, Peripatetic Vice-President 


LEX O. JARRELL 


and there, apparently, was launched a 
promising insurance career. 

Looking about for new sources for 
good premiums, Lex Jarrell discovered 
that the political field was fertile terri- 
tory and actively interested himself in 
Jim Ferguson’s first campaign for the 
governorship in 1915. Ferguson was 
elected and young Jarrell was appointed 
to the Texas Insurance Department in 
the rating division where he stayed for 
sixteen months. 

Routine departmental work proved dull 
by contrast with insurance—there was 
no opportunity to do anything creative 
—and Lex Jarrell is, as has been said 
above, a go-getter by inheritance and by 
inclination. So he determined to get 
back into the insurance business and 
know again the exhilaration of going 
after a big line and the thrill which 
comes from closing it in the face of 
strong competition. 

At that time Cravens & Cage, now 
Cravens, Dargen & Co., were the largest 
agents in Texas. Lex Jarrell entered the 
agency and stayed for a year. In 1917 
he went to the Universal Ship Building 
Co. at Houston and remained until Janu- 
ary 1, 1919. Then he returned to Cra- 
vens & Cage prepared, so far as he knew, 
to remain there for years to come. 

A few days after his arrival James 
Shelton, a local agent, asked Cravens & 
Cage to send a competent man out to 
rate an automobile tire plant and they 
sent Lex Jarrell. He performed so im- 
pressively that on that same day Shelton 
went to Cravens & Cage and asked per- 
mission to negotiate with Jarrell for the 
purpose of getting him into his own 
agency. 

Cravens & Cage wanted the young 
man in their own organization but after 
all he had just returned from a two 
year absence, Shelton was a valued sub- 
agent, and so they agreed. 


Gets Agency Partnership 


Jarrell entered the Shelton Agency 
with a salary and participation in the 
profits and at the end of the year his 
habit of getting results brought him a 
partnership. The firm name became 


Shelton, Ames & Jarrell. Presently it 
was announced that Ames had sold his 
interest to the other two and a few 
years later James Shelton sold out and 
the agency was owned and operated by 
Lex Jarrell alone. 

After a year of that the business grew 
to such proportions that it seemed desir- 
able to acquire a partner and Mr. Jarrell 
then took in Rufus Cage, a son of his 
former employer in the Cravens & Cage 
agency. 

Lex Jarrell has always found time and 
inclination to interest himself actively in 
association matters and has always had 
something constructive to contribute to 
any discussion or movement looking to- 
ward the betterment of the insurance 
business. He has been president of the 
Houston Insurance Exchange, president 
of the State Association and has at- 
tended many national conventions in 
various parts of the country. 


Active in State and Community Affairs 


While active in the state association 
no man worked more earnestly or trav- 
eled more widely than he in building up 
the association and making it an impor- 
tant and useful organization. 

Similarly, Lex Jarrell has always been 
active in community life, belongs to the 
River-Oaks Country Club, various Ma- 
sonic clubs, chamber of commerce and 
all the usual civic organizations. 

However, his biggest enthusiasms are 
reserved for his two major interests— 
the insurance business and his big farm 
at Schulenberg, one hundred miles out- 
side of Houston, where, with his family, 
he spends nearly every week-end busy 
with his herd of registered Shorthorns. 
There, too, he has a large acreage given 
over to the growing of cotton and corn. 

Mr. Jarrell also spends much time in 
the west Texas mountains hunting and 
fishing. Deer, duck, quail and pigeons 
abound there in great numbers and the 
Gulf is only five miles away. 

Reverting back for a moment to his 
Houston activities, it is quite generally 
agreed that Lex Jarrell knows more 
about bankers’ blanket bonds than any 
insurance man in his home town, and it 
is a not too surprising result that his 
office handles that coverage for most of 
the prominent banks in his section. 

The hackneyed phrase “service” as- 
sumes real significance as it relates to 
the Jarrell & Cage Agency. They have 
made it a fetish to give their client’s in- 
surance needs such comprehensive sur- 
veys that when they declare him to be 
properly and adequately protected there 
is no exaggeration in the statement. 

The agency operates in an orthodox 
manner, Lex Jarrell being militantly ag- 
gressive in his insistence that sound 
stock company representation and bu- 
reau rates are the only possible founda- 
tion upon which to build permanent suc- 
cess. 


His Unique Year Book 


Numbered among his fire companies 
are the Hanover, the St. Paul and the 
Standard of New York, and his casualty 
and surety business goes to the Massa- 
chusetts Bonding. 

Last winter he had printed and dis- 
tributed some hundreds of copies of a 
vear book typical in its originality and 
it has brought him much commendation. 
Among other things it contains Texas 
land measure tables. Those of Texas are 
unique in that they still follow the an- 
cient Spanish nomenclature. All legal 
surveys are made and stated by varas, 
one yard being 1.08 varas. 

Mrs. Jarrell, a native Texan, finds time 
between oscillations back and forth from 
her Houston home to the Schulenberg 
farm and the rearing of an eleven-year- 
old daughter to interest herself actively 
in horticulture when the season is acqui- 
escent and to actively participate in the 
cultural life of the community through- 
out the year. 

So runs the story of Lex O. Jarrell— 
lots of jobs, various kinds of jobs, but 
with insurance usually in the ascendant. 
But the wheel of his life has turned 
steadily forward and no rust is on the 
tire. 


Sees Lapsed A. & H. 
Business on Way Back 


W. G. PAYNE IS OPTIMISTIC 





Employers’ Liability Manager in Phila- 
delphia Talk Predicts Drop in Con- 


tributory Group Insurance Sales 





An optimistic picture of the future of 
accident and health insurance was paint- 
ed by W. G. Payne of the Employers’ 
Liability in speaking recently before the 
Philadelphia Accident & Health Associa- 
tion. He estimated that close to $50,- 
000,000 of this form of coverage had been 
lapsed during the depression, which fig- 
ure is around 40% of all accident and 
health insurance. Putting this business, 
lapsed because of economic necessity, 
back on the books again represented to 
Mr. Payne one of the reasons for better 
conditions ahead. He declared: 

“Many of these people are already 
back on their feet again and it is merely 
a question of locating the right people to 
find an already 100% sold prospect, one 
of the kind that will remain on the books 
indefinitely. 

“These same people form the very best 
advertising for accident insurance that 
it is possible to secure—in other words, 
word-of-mouth advertising. This is most 
particularly true in case they have had 
a period of disability during their time 
of non-insurance or have had occasion 
to observe someone else under similar 
circumstances. 

Modern Contracts Attracting Attention 

“A great many who have never pur- 
chased disability protection before are 
active and logical prospects at the pres- 
ent time for the reason that their finan- 
cial reserves have become so exhausted 
that a reasonable period of disability 
would result in downright financial dis- 
aster. Accident and health insurance is 
the only method whereby their present 
finances can protect them against a con- 
tingency.” 

He went on to say that the modern 
contracts, which contain the hospital, 
medical and_ surgical reimbursement 
clause, have already attracted back many 
persons who dropped their policies be 
cause of increased rates and decreased 
coverage. He also said that due to eco- 
nomic conditions, more convenient meth- 
eds of premium payments will be in 
demand. Semi-annual, quarterly and 
tinonthly premium policies fit in better 
with the small incomes. 

“Policies are also being issued in 
smaller amounts of weekly indemnity, 
thereby giving the companies the spread 
which is most desirable. Weekly income 
policies have largely eliminated the old 
bugbear of death and dismemberment in- 
surance. In addition, the public has 
found that it can purchase this protec- 
tion cheaper from life companies 

Sees Drop in Contributory Group 

In Mr. Payne’s opinion the depression 
has developed a very definite feeling 
against contributory group insurance on 
the part of employes with the result that 
a considerable amount of this form of in- 
surance has been dropped. 

“Contributory group insurance will de- 
crease from now on,” he said, “which 
means a larger opportunity for non-con- 
tributory coverage, meaning that in 
which the insured elects to be covered 
under the contract of group insurance 
and all of the premiums are deducted 
from his salary without any other con- 
tribution on the part of the employer 
This eliminates the selfish interest on 
the part of the employer to keep his 
cost down. 

“Some companies have already put out 
individual policies closely approximating 
the group insurance coverage and pre- 
miums and which can be sold wholesale 
on a salary deduction basis, producing 
approximately the same result as group 
insurance. 

“Our worst problem seems to be to 
get the brokers and agents back to work 
and ‘to sell them out’ of their present 
defeatist attitude.” 
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Fidelity & Deposit Wins Reversal 
In $700,000 Prudence Company Suit 


Involved Contract Bond Guaranteeing Completion of Essex 
House Hotel, N. Y., on Which Principal Defaulted; New 
Trial Ordered by Circuit Court; May Go to U. S. 


Supreme Court 


The Fidelity & Deposit and the Amer- 
ican Bonding won an important reversal 
of a lower court judgment a few weeks 
ago before the United States Circuit 
Court of Appeals in the much discussed 
suit brought by the Prudence Co., Inc. 
to recover nearly $1,000,000 damages on 
a contract surety bond under which the 
F. & D. guaranteed the completion of 
the apartment hotel, Essex House, New 
York City, back in 1930, promising to 
make good any and all defaults of the 
principal. 

John W. Davis Argued Appeal 

The Fidelity & Deposit and the Amer- 
ican Bonding were represented by 
Thomas E. White, who is general at- 
torney in their New York office; Joseph 
F. Murray and John W. Davis, who suc- 
cessfully argued on the appeal in Circuit 
Court. The three of them collaborated 
on the appeal brief. 

It was learned this week that the Pru- 
dence Co. is to make application for a 
writ of certiorari before the United 
States Supreme Court. But as the case 
now stands the U. S. Circuit Court has 
ordered that a new trial is necessary 
which will be limited to ascertaining the 
damages for the alleged failure to com- 
plete the building. Since mortgage in- 
terest, property tax and insurance has 
been eliminated by the Circuit Court it 
is estimated that approximately $429,000 
will be loped off the original judgment. 

Default by Principal 

The principal on the bond, which was 
for $3,000,000, was the Central Park 
Properties, Inc., of which the late A. E. 
Lefcourt was president. This concern, 
also the mortgagor, had contracted for a 
$6,650,000 building loan with the Pru- 
dence Co. to erect the hotel. Half of that 
amount was advanced at the time of the 
closing of the loan, and the balance 
as the work progressed. Completion of 
the building was fixed for December 16, 
1930. 

The Fidelity & Deposit’s guarantee 
was for the completion of the building, 
not for the payment of the loan. On 
December 5, 1930, a certificate of occu- 
pancy having been granted theretofore, 
the appellee made the final payment 
under the building loan of $300,000, but 
by agreement retained $75,000, which 
amount was then thought sufficient to 
complete the building. December 16, 
1930, the principal of the mortgage was 
due, and the principal defaulted; all in- 
terest had been paid. 

On December 18, 1930, appellee com- 
menced foreclosure proceedings; January 
19, 1931, judgement of foreclosure was en- 
tered. On the sale, March 17, 1931, ap- 
pellee became the buyer for $6,000,000; 
August 30, 1931, a deficiency judgment 
was entered against the principal. 

Claiming that the building was not 
completed on December 16, 1930, the date 
fixed, the Prudence Co.. Inc. sued the 
F. & D. for $950,706.68, basing its claim 
on the grounds that it had suffered dam- 
ages because of such incompletion. On 
the trial of the action in the United 
States District Court for the Southern 
District of New York the Prudence Co. 
got judgment for $777,934.54 which 
amount was broucht up to nearlv $1,000,- 
000 when interest was added. The sure- 
ties appealed this judgment with re- 
versal of the judgment as the result. 

Circuit Court’s Findings 

In reachine its decision for reversal 
the U. S. Circuit Court reviewed the 
defense of the sureties. noting: “The ap- 
pellants argue that when, on December 
5, 1930, the owner and the appellee 


agreed upon the final payment of the 
building loan, and the appellee retained 
$75,000, appellants were discharged. The 
building loan agreement provided that 
“the final advance shall not be due and 
payable until the borrower shall obtain 
and deliver to the lender the usual cer- 
tificate of completion issued by the build- 
ing Department * * *.” A certificate of 
occupancy was issued October 3, 1930, 
but this was not a certificate of comple- 
tion. Thus, the final advance was not due 
by reason of the issuance of the certifi- 
cate of occupancy. 

“The principal, however, made claims 
to the final payment when the certificate 
of occupancy was granted; the appellee 
refused, but made some further advances 
on several occasions, and later, did make 
the final payment as stated. 

“The appellant’s contention is that be- 
fore this payment a controversy arose 
between the principal and the appellee 
as to completion, and the consequent 
right to final payment; that an agree- 
ment withholding some of the principal 
for completion having been reached, this 
settled the controversy, and so far as 
completion of the building is concerned, 
it took the place of the building loan 
agreement. * * * 

No Release from Obligation 


But the court held that making an 
advance of payment did not, “by the 
terms of the building loan agreement, 
constitute acceptance or approval of the 
work done. When the final payment was 
made, there was no release from the ob- 
ligation to complete and no agreement 
was made upon any sum for completion. 
No compromise agreement took the place 
of the building loan agreement. The in- 
tent to substitute a new executory con- 
tract for an existing one must be clearly 
established. City Natl. Bank v. Fuller, 
52 Fed. 2d, 870 (C.C.A.8). 

Furthermore, the sureties had agreed 
that the appellee would not be affected 
by releases or waivers unless in writing, 
and signed by duly authorized officers, 
specifying the items released. In the 
opinion of the court the appellee had a 
right to rely upon this provision. Thus, 
the court said: “This defense, therefore, 
must fail.” 

Sets Measure of Damages 

In setting the true measure of damages 
to the appellee the court said “it was the 
extent to which its security was impaired 
by the failure to complete in accordance 
with the plans and specifications.” This 
measure of damages, it was held, repre- 
sented the difference between the value 
of the building on December 16, 1930, as 
the work had progressed, and the value 
it would have had on that day if com- 
pleted strictly in accordance with the 
plans and specifications. 

The court said: “Appellee claimed, not 
only for items of incompletion, but also 
for omissions and substitutions. It is 
true that these latter items might detract 
from the value of the building on that 
date. The contention was advanced that 
these changes were made by consent of 
appellee. * * * 

“Waiver of the condition of the bond 
and consent to change as substitutions 
or omissions would release the appellant 
from such items as claims of damages. 
But since the bond required completion 
in accordance with the plans and speci- 
fications, any omissions or inferior sub- 
stitutions not consented to by appellee, 
may be considered as items of damage.” 

Had A. E. Lefcourt’s Guarantee 

One significant factor in the case was 

that in addition to the bond furnished 


by the sureties the building loan agree- 
ment required the personal guarantee of 
the president of the Central Park Prop- 
erties, Inc. in the amount of $1,000,000. 
The fifth paragraph of the building loan 
agreement provided: 

“The payment of principal and interest on said 
bond and mortgage, as and when the same shall 
become due, and all other payments required to 
be made hereunder, and the foaretan by the 
Borrower of all covenants and agreements herein 
contained, shall be guaranteed jointly and sev- 
erally by Abraham E. Lefcourt.” 

Said the court: “Lefcourt not only 
guaranteed the completion of the build- 
ing, but also the payment of principal 
and interest on the bond and mortgage, 
and agreed to make good any default of 
the borrower on its building loan agree- 
ment, and bond or mortgage.” 


Recover Mortgage Interest, Taxes, 
Insurance 


Summing up the court said: “The ap- 
pellee has recovered interest on the 
mortgage, and the taxes on the property, 
and insurance. None of these were with- 
in the undertaking of the appellants. The 
condition of the bond given by the ap- 
pellants was that if the principal should 
proceed with the construction of the 
building so that it was completed in ac- 
cordance with the building loan agree- 
ment and the plans and specifications, 
and ready for occupancy not later than 
December 16, 1930, free and clear of 
liens; and if the principal paid for the 
cost of construction and completion, and 
“if the surety shall indemnify the ob- 
ligee from loss or damage caused by the 
failure to construct, pay for and com- 
plete the building,” and if the surety 
shall make good any default “in con- 
structing, paying for and completion the 
building,” then performance of the obli- 
gation of the bond was satisfied. 


“There is no condition, express or implied, 
respecting payment of the principal or the in- 
terest of the loan, taxes or insurance, and no 
liability exists therefor. Province Securities 
Corp, v. Maryland Casualty Co., 269 Mass. 75; 
United Real Estate Co. v. McDonald, 140 Mo. 
605; Smith v. Molleson, 148 N. Y. 23. In the 
absence of express contract to pay the interest, 
interest as damages cannot be recovered apart 
from the principal of the debt. Holden v. Trust 
Co., 100 U. S. 72; Brewster v. Wakefield, 22 
How. 118; Hamilton v. Van Rensselaer, 43 N. Y. 
244; O’Brien v. Young, 95 N. Y. 428. 


SYMPATHY FOR JOHN S. TURN 








Aetna C. & S. Vice-President Loses 
Wife Who Had Been in Poor Health 
for a Year; Funeral Last Monday 

To John S. Turn, vice-president in 
Greater New York of the Aetna Casu- 
alty & Surety and affiliated compantes, 
has been extended this week the heart- 
felt sympathy of the insurance fraternity 
in the passing of his wife at their sum- 
mer home at Tonkhannock, Pa. Mrs. 
Turn had been in poor health for the 
past year and suffered a heart attack 
last week, a day after arriving at Tonk- 
hannock. She succumbed after appar- 
ently rallying from the attack. 

The late Raymond Townsend Turn, 
only child of Mr. and Mrs. Turn, was a 
lieutenant in the world war and was 
killed in action. 
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Served as Vice-President and Secretary. 
Member of Prominent Maryland 
Family 





William W. Symington, vice-president 
and secretary of the United States Fi- 
delity & Guaranty of Baltimore. and , 
member of a prominent old Maryland 
family, died Wednesday at his Roland 
Park home at the age of sixty-two. He 
had been in poor health for several 
months. 

Born in Baltimore, he was the son of 
the late Thomas Alexander and Emily 
Spence Symington and the grandson of 
William Wallace Spence, Baltimore phil- 
anthropist of the last century. He at- 
tended Phillips Exeter Academy in New 
Hampshire and was first employed by 
the old American Casualty Insurance & 
Security Co. of Baltimore. He had been 
with the United States F. & G. since 
1901, occupying various positions of re- 
sponsibility. 

Mr. Symington married Miss Emma H. 
Bland, daughter of the late John R. 
Bland, the first head of the United States 
Fidelity & Guaranty Co. 

Besides being a director of the United 
States F. & G. Mr. Symington was a 
director of the Fidelity & Guarantv Fire 
and of the Fidelity Insurance Co. of 
Canada. He also was active for many 
vears in the old Merchants and Manu- 
facturers’ Association, the predecessor of 
the Baltimore Association of Commerce, 
He was a member of the Maryland Club, 
Merchants Club, Elkridge Kennels and 
the Bachelors Cotillon. 

Besides his widow he is survived by 
three children, Mrs. Frank Cunningham 
Wilson of Birmingham, Ala.; Mrs. C. 
Breckinridge Gamble 3d, and William 
Wallace Symington, Jr.; three sisters, 
Mrs. Jesse B. Riggs, Mrs. Edwin W. 
Levering. Jr., and Mrs. Wallington 
Hardy of Richmond. Va., and a brother, 
Captain Thomas A. Symington, U. S.N,, 
port captain at Cristobal, Canal Zone. 





SCHUYLER LOTT PROMOTED 

Schuyler Lott, grandson of President 
Edson S. Lott of the United States Cas- 
ualty, has just been promoted to sales 
manager in the Bates-Chevrolet Co, 
Riverdale, New York. He has been in 
the motor car business for the past few 
years since leaving the United States 
Casualty and has made a success of it. 





“Public Enemy No. 1” N. J. Safety Film 
Featuring Gov. Hoffman, Seen By Millions 


Among the auto accident prevention 
sound films which have been so helpful 
during the past year in emphasizing to 
the public the need for greater street 
and highway safety is “Public Enemy 
No. 1” (The Careless Driver), a two 
reel movie, produced by Pathe News for 
the New Jersey motor vehicle depart- 
ment, under the direction of Governor 
Hoffman, who was then commissioner 
of motor vehicles. He was aided by the 
inspectors of the department and Arnold 
H. Vey, traffic engineer. - 

Since “Public Enemy No. 1” was made 
available a year ago it has been shown 
by department representatives and out- 
side organizations throughout New Jer- 
sey and other parts of the United States. 

Its most recent insurance showing was 


by the Westchester agents who con- 
ducted a cooperative exhibit at the White 
Plains, N. Y. Better Homes show. It 1s 
estimated that nearly 2,000,000 people 
have viewed it during its first year. De- 
scribing its action Traffic Engineer A. H. 
Vey says: A 

“The film opens with a short intro- 
ductory' talk by the then Governor 
Moore, followed by a talk explaining the 
seriousness of the motor vehicle accident 
problem by the then Commissioner Hoft- 
man. — 

“Commissioner Hoffman appears in the 
film several times touching upon the high 
spots as well as presenting an appeal to 
the individual to the effect that he has 4 
responsibility in the motor vehicle acct 
dent problem.” 
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Van Schaick Pays Fine Tribute to Pink 


A few weeks ago when 1,500 real estate 
and insurance people honored Superin- 
endent of Insurance Louis H, Pink at a 
iestimonial luncheon one of the principal 
speeches was made by George S. Van 
Schaick, former Superintendent, who has 
returned to private law practice in Roch- 
yster. Mr. Van Schaick paid the follow- 
ing fine tribute to Mr. Pink and his fitness 
jor the responsible office he holds. 


Superintendent Pink is no unknown 
quantity in the Insurance Department. 
For over three years he has taken and 
discharged heavy responsibilities. He 
has been a key man on a staff that I 
have frequently described as the finest 
staff in state or national government. 
Capable, unselfish, tireless—he has been 
interested solely in doing a good job. 
No difficult situation ever phased him. 
No irritating situation ever ruffled him. 
He is ideally fitted by temperament and 
brains to carry on constructively in the 
intricate problems of the Insurance De- 
partment. : 

When I appointed him as a member 
of my staff, I knew from personal ac- 


quaintance of twenty-five years that 
there was no one better qualified. My 
expectations were fully realized. The 
state is indeed fortunate to have him 
at the head of one of the most difficult 
and exacting of the departments of state 
government. 
Willingness to Face Facts 

The greatest need in public life today 
is the willingness to face facts no mat- 
ter how alarming they may be and no 
matter what difficulties they may pre- 
sent. Superintendent Pink has demon- 
strated his capacity to face facts and 
solve difficult situations. 

There are many challenging questions 
ahead to confront Superintendent Pink 
during his term of office. The real es- 
tate problems are numerous and com- 
plex. The associations tendering this 
luncheon are in peculiar position to as- 
sist him because of expert knowledge. 
They are also moulders of public opin- 
ion. When it comes to his program for 
legislative reforms in the public inter- 
est and for the public safety, he should 
have our united and active support. 





Recent Court Decisions 





Compiled by John Simpson 





Author, “The Law Relating to Automobile Insurance” 


Subrogation of Surety 

The Florida Supreme Court, Dantzler 
Lumber & Export Co. v. Columbia Cas- 
ualty, 156 So. 116, holds that if public 
accountants engaged to audit annually 
an employer’s books from 1926 to 1931 
negligently failed to discover an em- 
ploye’s embezzlements by the 1927 and 
subsequent audits, the surety on the 
fidelity bond for that period would, on 
payment of its liability under the bond, 
be subrogated to the employer’s rights 
against the accountants. 

x * * 


Under Professional Care 


Compliance with a condition of a health 
and accident policy requiring that the 
insured be under the professional care 
and regular attendance of a legally quali- 
fied physician at least once every seven 
days was not shown by the testimony of 
a physician that he saw his patient at 
his home socially every week, without 
further explanation. American Bankers’ 
Ins. Co. v. White (Miss.) 158 So. 346. 


* * * 
Difference Between Dormant and 
Active Diseases 


In an ,action on a policy insuring 
against “the effects resulting directly and 
exclusively of all other causes from bod- 
ily injury sustained during the life of 
this policy solely through external, vio- 
lent and accidental means,” the allega- 
tion was that insured died from injuries 
sustained by being struck by an automo- 
bile. The testimony showed that insured 
died within three months of the injury 
and that just after the injury he suf- 
tered from severe pains in the region of 
his kidneys. 

The Florida Supreme Court said, Jones 
V. General Accident Fire & Life Assur- 
ance Corp., 159 So. 804, that the aggrava- 
tion of an existing active disease may be 
an effect of or a direct result of a bodily 
injury; and that the insurer should be 
liable where death or disability results. 
But when an active progressive disease 
which tends to result in death or disa- 
bility existed at the time of the injury 
and consequently was not caused by the 
injury, and the injury merely causes an 
4ggravation of the existing active pro- 
gressive disease, whereby death or disa- 
ility results, there may be no liability 
under some policies, at least where there 
'8 a provision in effect excluding liability, 
When the death or disability is caused di- 


rectly or indirectly in whole or in part 
by disease. 
Court’s Findings 


Differing from many others, the policy 
in this case did not expressly exclude 
liability when disability or death of the 
insured is caused directly or indirectly 
in whole or in part by any form or con- 
dition of disease. And the court held 
that if at the time the external, violent, 
and accidental bodily injury was sus- 
stained by the insured, he was not suf- 
fering from the effects of active, pro- 
gressing tuberculosis the company would 
be liable under the policy. 

For failure to give appropriate charges 
as to the legal effect of this condition 
the court quashed judgment for defend- 
ant for a new trial. 

— a 
Soliciting Agent Cannot Make 
Reinstatement 


In an action on an accident policy the 
Maryland Court of Appeals held, North 
American Accident v. Plummer, 176 Atl. 
466, that the agent who drew a memo- 
randum receipt for a renewal premium 
ostensibly covering a period beginning 
two days after the expiration of the orig- 
inal term covered by the policy and who 
was paid the premium without delivering 
a receipt signed by the secretary and 
agent as required by the policy, was but 
the’ company’s soliciting agent, who usu- 
ally has no power to make a binding 
contract. 

As there was no proof that he had 
the power to make the contract of re- 
instatement, it was held he was not the 
company’s duly authorized agent within 
the meaning of the section of the policy 
contemplating reinstatement thereof by 
acceptance of the premium after default. 





HEAR STATE BANK OFFICIAL 

Walter Griffith, assistant state bank- 
ing commissioner for Oklahoma, was key 
speaker at the June meeting of the Okla- 
homa City Casualty & Surety Under- 
writers association, which closed the sea- 
son for the organization. The speaker 
explained the provisions of House Biil 
324, passed by the 1935 legislature, which 
abolished the requirement of a statutory 
fidelity bond form, leaving the matter of 
form unregulated in writing this cover- 
age. He advocated adoption of a stand- 
ard form in writing such bonds. 


Policy Attractiveness Seen 
As Sales Factor by Evans 


Having recently improved the appear- 
ance of its policies by the creation of a 
finely engraved border and a new typo- 
graphical design, the Maryland Casualty 
is now delivering all of its contracts to 
assureds enclosed in a bright transparent 
cellophane envelope which bears the 
Maryland seal printed in a deep red. 

Both improvements were made, ac- 
cording to President Silliman Evans, to 
enhance the impression of value created 
by the Maryland policies. Said Mr. 
Evans: 

“This impression of value is an im- 
portant sales factor. Print your policy 
on poor paper, make it typographically 
unattractive and it loses caste. On the 
other hand, give your assured an in- 
surance contract which by its very ap- 
pearance bespeaks quality, character and 
value, and the client has more respect 
for and greater confidence in you and 
your company.” 

In the merchandising of so intangible 
a “product” as insurance, Mr. Evans 
pointed out, every factor which adds to 
the psychological impression of security 
is valuable to the producer and to the 
insurance company. 





APPEAL VIRGINIA DECISION 


Supreme Court Asked to Review Re- 
versal of Commission Ruling on 
Compensation Case 

The Virginia Supreme Court of Ap- 
peals will be asked to grant a rehearing 
in the case of Gray v. Underwood Bros. 
in which the court at its recent session 
at Wytheville reversed a decision of the 
State Industrial Commission. Decision 
to request a rehearing was reached at 
a conference of representative insurance 
men and business men held in Richmond 
recently. The opinion handed down by 
Justice George L. Browning construes 
Sections 32 and 47 of the workmen’s 
compensation act. 

Some interpretations of the decision 
contend that it in effect abolishes lump 
payments to persons injured in accidents. 
Others contend that it does not have 
this effect. There is also difference of 
opinion as to whether the decision will 
mean larger or smaller awards, in the 
long run, to injured persons. Park P. 
Deans, chairman of the commission, said 
that while there were various interpreta- 
tions as to the exact scope of the court’s 
decision it appeared to him that the com- 
mission would have to revolutionize its 
present method in regard to the settle- 
ment of workmen’s compensation act 
claims, if the decision stands. 





When Conditional Agreement 
Is Not Legally Basis for Comp. 


A conditional agreement may not 
legally form the basis for a workmen’s 
compensation award according to the 
Michigan supreme court in H. J. Davis 
vs. Highland Park Dairy and Central 
Surety and Insurance. 

In this case, it appears that the labor 
and industry department’s compensation 
commission allowed a resumption of 
compensation because Davis, who had 
previously collected considerable com- 
pensation for an accidental injury, was 
unable to find work, because he was con- 
sidered a “bad risk.” It was maintained 
at the hearing that Davis had agreed to 
stopping payments on condition that he 
obtain employment. When his job failed 
to last he asked for reopening of the 
case. The high court finds this matter 
should have been one for adjustment 
in a court of equity since the order of 
the commission was an unconditional and 
absolute one which the commission had 
no right to set aside on such grounds. 





JOHN H. DOYLE DEAD 


John H. Doyle, insurance adjuster who 
saw service with the Commercial Casu- 
alty and Public Indemnity, died recently 
at Castle Point, N. Y. 


MICH. HOTEL SAFETY ACT 


Pass Measure to Eliminate Deficiencies 
in Law; To be Rigidly Enforced; 
To Register All Hostelries 
Insurance Commissioner John C,. Ket- 
cham of Michigan is perfecting arrange- 
ments for rigid enforcement of the new 
hotel safety act, signed recently by Gov. 
Frank D. Fitzgerald. The measure was 
drafted with a view of eliminating defici- 
encies in the laws held partially responsi- 
ble for the Hotel Kerns holocaust here 
Dec. 11 in which thirty-one persons died, 

including seven legislators. 

The act was formulated from sugges- 
tions advanced by the Michigan Inspec- 
tion Bureau, the fire marshal’s office, 
which is a part of the insurance depart- 
ment, and of local fire fighting and pre- 
vention forces. 

Initial result of the law, which is to be 
made effective as soon as organization 
can be completed, was the registering 
on July 1, 1935, of all hotels, rooming- 
houses, apartments, dormitories and other 
similar establishments having sleeping 
accommodations above the first floor of 
ten or more persons. A registration fee 
of $1 is provided, so that some of the 
revenue needed for administrative ex- 
pense, will thus be supplied. Later there 
will be further revenue from inspections, 
the property-owner being required to pay 
$5 for each of the mandatory semi-annual 
inspections by fire marshal’s deputies. 

The statute provides an_ elaborate 
classification of places coming under the 
act and sets up safeguards varied to fit 
the apparent requirements. 





Vacation-Time Warning 


On Accidents by F. & C. 


The Fidelity & Casualty and Continen- 
tal, members of the America Fore Group, 
have issued special vacation-time warn- 
ings against accidents under this succinct 
heading: “Death and accidents never 
take a holiday. So be careful when you 
take yours.” 

“Unusual activities and unfamiliar sur- 
roundings are responsible for thousands 
of accidents each year,” it was declared. 
“Even a week-end jaunt calls for good 
judgment. 

“Dangerous driving heads the list of 
hazards. The temptation to speed and 
recklessness on rural highways takes a 
fearful toll. 

“In athletics and sports don’t take fool- 
hardy or unnecessary risks. Don’t over- 
estimate your endurance. Excessive fa- 
tigue, besides having direct, harmful re- 
sults, is frequently a factor in accidents 
which might have been avoided by fresh, 
unwearied nerves and muscles. Be your 
age; don’t forget you are a year older 
than you were last summer. 

‘Be careful of over-exertion in, or 
needless exposure to intense heat. Heat 
last year caused thousands of deaths 
Many of them might have been avoided 
by greater caution. 

“Don’t try to rush yourself through a 
tannery. Sunshine and tan are healthy; 
sunburn is not. Get your tan gradually, 
and avoid severe sunburn, with its dis- 
comfort and possible sickness and loss 
of time from work and pleasure.” 





AMERICAN MOTORISTS GAIN 

The American Motorists of Chicago, 
one of the Kemper group, broke all pre- 
vious records in its premium production 
for the first five months of 1935. Busi- 
ness totaled $3,030,489 of which $2,676,- 
792 represented automobile insurance. 
The company on July 1 paid its regular 
dividend of 2% on capital stock. 





LELAND MANN SUCCEEDS WEBB 


Leland Mann, manager for the Aetna 
Casualty & Surety in Southern Cali- 
fornia, has been elected to succeed Roy 
G. Webb as chairman of the Casualty 
Association of Los Angeles for the re- 
mainder of the 1935-36 term. The action 
was taken recently at a meeting of a 
special committee of the organization. 
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Nationwide Study Of 
Fireworks Accidents 


LED BY AM. MUSEUM OF SAFETY 





Safety, Health and Insurance People 
Join With Fireworks Manufacturers 
in First Scientific Investigation 





A nationwide study of the nature, 
causes and results of fireworks accidents 
has just been inaugurated by the Amer- 
ican Museum of Safety, New York City, 
with the cooperation of public health au- 
thorities and safety organizations. As 
outlined by Arthur Williams, president 
of the museum, this study will seek to 
ascertain how serious a hazard to life, 
limb and sight fireworks are; which par- 
ticular items or fireworks are involved 
in most accidents; what influence, if any, 
prohibitory legislation has on the fre- 
quency of fireworks accidents, and what 
are the sources of the fireworks causing 
accidents. : / 

The study will be under the direction 
of Dr. Leland E. Cofer, internationally 
known authority in the fields of public 
and industrial health, who is former as- 
sistant surgeon general of the United 
States Public Health Service, and former 
director of industrial hygiene for New 
York State. Among the experts who will 
assist Dr. Cofer are two insurance of- 
ficials—Dr. Donald B. Armstrong, vice- 
president, Metropolitan Life, and Frank- 
lin H. Wentworth, managing director, 
National Fire Protection Association. 
They are members of a committee of 
ten of the museum known as the fire- 
works accident committee. 


Objectives 


In announcing the objectives of the 
survey President Williams said in part: 

“This year, for the first time, we 
should learn without any question of 
doubt just how serious the fireworks 
hazard is. I am glad to say that in this 
study we have the cooperation of the 
fireworks manufacturers themselves. The 
leading manufacturers, through Pyro- 
technic Industries, Inc., have not only 
made an unconditional grant to the Mu- 
seum of Safety which will make possible 
a wholly objective study, but have gen- 
erously and wisely agreed in advance to 
take steps for the elimination of those 
elements in fireworks manufacture which 
are shown by this study to be responsible 
for any serious hazard to life and limb. 

“The Museum of Safety,” Mr. Wil- 
liams said, “was impelled to undertake 
this study as the result of revelations 
developed in a preliminary inquiry made 
last year by the National Society for the 
Prevention of Blindness. This society 
found that twenty-nine persons had died 
and that more than 3,000 had been seri- 
ously injured in fireworks accidents dur- 
ing the Fourth last year and the weeks 
immediately preceding and following the 
Fourth.” 

Mr. Williams credited the National So- 
ciety for the Prevention of Blindness 
with the enlistment of the cooperation 
of fireworks manufacturers and health 
and safety education organizations in 
this joint move to make the Fourth of 
July “a really glorious and safe Fourth.” 

The Museum of Safety will seek to as- 
certain the name of every person injured 
in a fireworks accident this year and to 
secure from this person, or from the doc- 
tor or hospital treating him, details of 
just how the accident occurred and with 
what results. 





MISS. MALINGERING CLAIMS 

Clayton Rand, publisher of a weekly 
newspaper at Gulfport, Miss. has advised 
the liability insurance companies and 
their agents in Mississippi to resist 
claims of a malingering nature and to 
take their cases into the courts. He be- 


lieves that the insurance companies will 
be given a square deal, and that Missis- 
sippi may ultimately expect a rate reduc- 
tion. 


W.A.THOMPSON’S DEATH A SHOCK 
National Surety Vice-President Was 
Thirty Years with Co.; Capable 
Court Bond Underwriter 
William A. Thompson, one of the vet- 
erans in the service of the National Sur- 
ety Corp. and its predecessor, the Na- 
tional Surety Co., passed away last week 
after an illness of three weeks. Mr. 
Thompson, a vice-president of the com- 
pany, had had charge of the court bond 
department in the metropolitan office, 
118 William St., New York, for the past 
five years. He was regarded as one of 
the most capable underwriters in his 
line. Funeral services were privately 
held last Friday, with burial at Meriden, 
Conn. Mr. Thompson is survived by his 

wife, a son and a daughter. 

A Wesleyan University man, Mr. 
Thompson was later graduated from the 
New York Law School in 1899 following 
which he embarked upon his surety 
career. His service with the National 
Surety embraced some thirty years in 
both home office underwriting and field 
experience, and was only interrupted by 
a few years with the Indemnity Insur- 
ance Co. of North America starting with 
its inception in 1920. 

Mr. Thompson’s death came as a shock 
to the fraternity as he appeared to be in 
good health and shortly before his death 
attended the Garden City, L. I. outing 
given by his company. 








H. C. MAGARGAL, JR. DEAD 





Bankers Indemnity Resident Vice-Presi- 
dent in Chicago Suffered Heart Attack 
in January; Made Fine Record 

H. C. Magargal, Jr., who has been resi- 
dent vice-president in charge of the 
Chicago branch office of the Bankers In- 
demnity since July, 1930, passed away 
July 22 after several months of poor 
health following a heart attack in Janu- 
ary. He is survived by his wife, one son 
and a daughter. 

Entering the insurance business in 
Philadelphia when a young man Mr. 
Magargal subsequently saw service with 
the Hartford Accident at its home office 
and in Pittsburgh; then went to Chicago 
where he was employed successively by 
the Norwich Union Indemnity and Met- 
ropolitan Casualty. He was engaged in 
the agency business for a short time be- 
fore taking charge for the Bankers In- 
demnity there in 1930. He made a fine 
record with that company. 





RYDER ON COAST TRIP 


Ambrose Ryder, assistant vice-presi- 
dent, Great American Indemnity, who is 
widely known as an automobile insur- 
ance authority, is on a business trip to 
the Pacific Coast. 


A. H. Mowbray Reviews 
Job Insurance Plan 


BEFORE AMERICAN BAR ASS’N 





Says Unemployment Data Under Vary- 
ing Conditions is Needed for Sound 
Solution of Problem 





The actuarial problem of determining 
the benefits which can be granted for a 
given rate of contribution requires for 
its solution not merely statistical data 
showing the rates of unemployment over 
considerable periods of time but also a 
suitable table or tables showing the dur- 
ations of unemployment under varying 
conditions, Albert H. Mowbray, consult- 
ing actuary of Berkeley, Calif., told the 
insurance section of the American Bar 
Association at its meeting in Los Angeles 
last week. Mr. Mowbray continued: 

“The unemployment during a period of 
depression begins at a relatively low 
rate, builds up to a peak and then tapers 
away as prosperity revives. There may 
very well be during a period of depres- 
sion two points of time when the unem- 
ployment rate is, say, 10%, one when the 
depression was deepening and the other 
when we were pulling back towards re- 
covery. Most of those unemployed at 
the first point of time would have had a 
relatively short period of unemployment; 
most of those unemployed at the second 
would have a relatively long period of 
unemployment. A composite table would 
give us an incorrect basis for estimating 
costs at either time. 

“For a sound solution of the problem, 
it would appear that we would need un- 
employment rates over at least one busi- 
ness cycle and associated with them at 
each point of cycle frequency tables of 
the duration of unemployment. Even 
then our results could hardly be more 
than a guess since each cycle appears to 
present marked differences from every 
other. Any plan of unemployment insur- 
ance should have provisions for increas- 
ing the contribution rate or decreasing 
benefits when necessary to protect the 
fund. Perhaps one of the greatest dan- 
gers to which it could be exposed is too 
favorable an experience in its early his- 
tory.” 


Discusses Contributions and Benefits 


Discussing the set-up of an unemploy- 
ment insurance fund some of the points 
made by Mr. Mowbray were these: “The 
costs should be borne by the employer 
and the employe without contribution 
from the government. I would be in- 
clined to make a gross contribution rate 
of 4% of payroll split either 3% by em- 
ployer and 1% by employe or 2%% and 
14% ...I1 have referred to a 4% pay- 
roll contribution and have therefore im- 
plied a uniform contribution for all in- 





Claim Index Bureau 


Membership in the nationwide system 
of index bureaus supervised by the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters is proving desirable to organ- 
izations outside the insurance field, ac- 
cording to a recent study. A total of 
fifty-six out of 118 members enrolled in 
one or more of the ten bureaus operat- 
ing at strategic points throughout the 
country are non-insurance organizations 
including municipal governments, public 
utilities, transportation companies and 
others. Membership applications have 
been most numerous in the last eighteen 
months. 

Four cities: Cleveland, St. Louis and 
Richmond Heights, Mo., and Oklahoma 
City are members as are also the Atlanta 
Gas Light Co., Cleveland Electric Illumi- 
nating Co., Cleveland Railway Co., Erie 
Railroad Co., George Power Co., Min- 
neapolis Street Railway Co., Nickel Plate 
Railroad Co., Oklahoma Railway Co. and 
the Pacific Electric Railway Co. Mem- 
bers typical of other fields include: Bor- 
den Farm Products Co., Childs Restau- 


Membership Desirable 


rant Co., Great Atlantic & Pacific Tea 


Co., S. S. Kresge Co., Ohio Bell Tele- 
phone Co. and the Railway Express 
Agency. 


According to James A. Beha, general 
manager and counsel of the National 
Bureau, the enrollment of organizations 
outside the insurance business is a re- 
flection of the broad policy upon which 
the index bureau system was established. 
“The activities of claim thieves are not 
always directed against insurance car- 
riers” Mr. Beha said. “In consequence, 
the ultimate success of the Index Bureau 
plan will be measured by our ability to 
attract all the groups affected by casual- 
ty or liability claims whether they be 
insurance carriers or wholesale bakers, 
railway companies or ‘public utility 
groups. The record shows that we have 
achieved a reasonable success in this 
direction, and all organizations seem to 
appreciate that we are operating our plan 
on a non-profit basis. Our interest is to 
prevent losses from fraudulent or exag- 
gerated claims.” 


dustries. 
question. 

“A pooling of funds by industries a 
pears logical except in so far as ll 
experience indicates that the past history 
of any industry may be a very false 4 
dicator for its future. . . It may be desi : 
able for administrative purposes to dl 
vide for some pools by industries with 
heavy reinsurance between them. 

“Looking to the future the funds will 
be collected during the periods of normal 
and full time employment and wil] be 
required to be spent mainly during the 
periods of depression. We normally think 
that in the meantime the fund should he 
invested. This phase of the problem re. 
quires very careful study. Perhaps the 
best use of the insurance scheme fo; 
preventing unemployment would be 
through the skillful use of these te. 
serves. 

“Regarding types of benefits I believe 
the percentage benefit forms the better 
basis for American conditions. In the 
initial stages of an experimental plan | 
should be inclined to suggest 50% of 
wages though I realize in certain of the 
low-paid industries this is scarce more 
than a maintenance benefit, if it is that 

“The determination of a limit to the 
period during which benefits may be 
drawn is tied up with the contribution 
rate and the percentage of wages al- 
lowed and certain other factors. A fea- 
ture which tends to conserve funds and 
to exclude the habitually unemployed is 
a requirement of four weeks contribution 
for each week of benefit drawn. The in- 
sertion of such a further safeguard in 
the experimental stages of any plan 
seems wise.” 


This is another Controversja} 





U. S. F. & G. GUIDE 


The United States F. & G. recently 
sent to stockholders a copy of the “In- 
surance Guide” booklet which gives “an 
outline of protection important to the 
safe conduct of business and personal af- 
fairs.” In a foreword President E. As- 
bury Davis refers to the company’s pros- 
pects for a favorable year pointing to the 
healthy increase in premiums in the first 
five months and the decline in payments 
for losses and expenses. 





CO.’S VA. RATE CUT 


Petition of the State Automobile Mu- 
tual of Columbus, O., to file deviations 
in automobile fire and theft rates in Vir- 
ginia 10% below those previously filed 
and approved October 31, 1934, has been 
granted by the corporation commission 
of that state. 


W.H. Bennett’s Talk 


(Continued from Page 34) 

the insurance companies sit supinely by 
and thus permit the state to enter into 
managerial functions. In turning over to 
the state these duties he saw them “en- 
gaged in a dangerous adventure that 
may ultimately be very much regretted.” 
His conclusion was that American busi- 
ness, including the insurance business, 
ought to be able to govern itself with- 
out the direct interposition of the state 
into managerial functions. 








SOUTH TEXAS BLUE GOOSE 

Charles J. Williams, North British & 
Mercantile, has been elected most loyal 
gander of the South Texas Pond of the 
Blue Goose, succeeding Julian Frutt, 
Cravens, Dargan & Co. Other officers 
are: Supervisor of the flock, J. F. Now- 
lin, National Fire of Hartford; custodian 
of the goslings, Allen Hickman, Phoenix 
of London; guardian of the pond, Dave 
Florence, Commercial Union; keeper 0! 
the golden goose egg, J. G. Levey, T. 4. 
Manning & Sons, and wielder of the 
goose quill, Cyrus Broad, Springfield 
Fire & Marine. O. S. Cooke, Tarlton 
Adjustment Company, and W. E. Hor- 
ton, Jr., Hartford Fire, have been se 
lected as delegates to the grand nest 
meeting at Atlantic City in August. 
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“Tm still feeling all shaky and trembly —that mouse ran right across the floor” 


What can be done about pedestrians ? 


Maybe they can be laughed into a more sensible use of 
streets and highways. 


Maybe most of the medals for saving pedestrians’ lives will 
go to the humorists. 


15,950 pedestrians were killed by automobiles last year. 
269,980 were injured seriously. 


THE TRAVEL E RS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 


HARTFORD CONNECTICUT 





























Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 


Organized 1851 


Comparative Summary 


of 


Annual Statement Figures 





ASSETS 


Ledger Assets ........ ereeriy Tre 
Interest Due and Accrued............ 


LIABILITIES 





ND cas chneendcneekwaes 
Policyholders’ Funds ................ 
Policy Claims in process of settlement... . 


Dividends to Policyholders............ 
CO ES ee re eee re 


ID ccrikaersendvaorernns 


SURPLUS, Massachusetts Standard... . 
TOTAL CONTINGENCY FUNDS... 


On December 31, 1934, the Company had in its 
Offices and in Banks Cash Balances of more than 


December 31, 


December 31, 











1933 1934 
$445,678,555  $473,6-11,284 
11,062,261 12,499,294 
12,274,396 11,978,782 
$469,015,212  $498,389,360 
$364,287,397 $385,437,421 
74,562,638 82,202,769 
1,617,376 1,775,419 
6,693,084 4,885,663 
1,404,090 1,445,849 
320,941 382,828 
$448,885,526 $476,129,949 
4,459,678 4,581,603 
$453,345,204 $480,711,552 


$ 15,670,008 


$ 20,129,686 


TWENTY MILLION DOLLARS 
And Held Nearly 
SEVENTEEN MILLION DOLLARS 
in Government Bonds 


During the year 1934 
the Company Paid to 
Policyholders and Beneficiaries 
the sum of 
SIXTY-THREE MILLION DOLLARS 


$ 17,677,808 


$ 22,259,411 


During the year 1934 
the Cash Receipts of the Company 
were over 
FORTY MILLION DOLLARS 
in Excess of Disbursements 
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